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Why Climb Into Your Vault? 


In accordance with the designs of the most eminent bank vault engineers, and adopted by the larger 
Federal Reserve Banks, NATIONAL has long taken the lead in making available PLUG TYPE BANK 
DOORS in all sizes. Their greater protection combined with the easy passage to vault from bank- 
ing room is an advancement comparable to the modern store entrance over the old step-up type. 


Outstanding Features of National 
Plug Doors 


Polished Steel Yale& Towne com- 
Hinges. * bination and time 


Plated finish plates locks. 
in vestibules. 8 Guaranteed weights 
* reflecting superior 
massive construction. 
9 Five-year replace- 
* ment guarantee a- 
a , gainst any burglarious 
Positive easy opera- penetration. 


ting gear bolt work. 10 No advances on Ten Inch Plug Door 


Oversize castings in 
compressor system. 


Individually orna- 
mented bolts. 





Seven Inch Plug Door 


Oil tubes to all oper- * contracts until Taking lowest insurance rate and 
coming py A sonseuey on i ” k is deli d at a price below that demanded for 
a door of this thickness. ating parts. work 1S delivered, much inferior competitive doors. 
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mor st desiring a Special 16 Inch Plug Door 
Standard 16 Inch Plug Door dazzling show door with its twenty inches on edge. tas 0 ne wits clear opening. Ideal for 


24 inches on edge. Dwarfing in ap- 
pearance competitive doors cost- 
ing thousands more. 
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National 30 Inch Main and Emergency Plug Doors 
Being used in central Reserve cities 


Checking corner card below will bring you a 40-page booklet displaying modern installations and 
details on anything you are interested in. No obligation involved as we gladly furnish both. 
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Even more comprehensive underwriting. 


and distributing service... 


.. when the new 
CONTINENTAL ILLINOIS 
COMPANY 25 opened in 


the near future 


HE Bond Department of this bank and the 


Continental National Company will soon 


unite to form the ConrTinentTaL ILLINOIS 
Company. Our present customers and those who come to 
us in the meantime will benefit definitely by the size and 
scope of this new $20,000,000 investment company. 
It will be affiliated with the forthcoming billion dollar 


ConTINENTAL ILLINOIS BANK AND TRustT Company. 


ILLINOIS MERCHANTS 
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Resources Over 450° Million Dollars 
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OUR RAND MSNALLY BANKERS DIRECTORY, correct to 

the minute when first published, contains some 269,000 
obsolete facts when it has been on your desk six months. And 
every day thereafter adds to the number! 


Changes in personnel, mergers, absorptions, re-organiza- 
tions and new banks—these conditions alone demand a 


statistical force of more than a score of persons, assem- “ 


bling information, which, if bought outright, would cost 7 
many thousands of dollars. Thanks to widespread 
distribution (no similar publication has 20 per cent 
of its circulation) the BLUE BOOK is yours for 


¥ 4: 


There a are 269, 000 reasons 
XN _for buying this book 


















fifteen dollars. 


today! 


Then your bank and 
its customers are sure 
of up-to-the-minute 
accuracy. 





Make certain of securing the new edition r 
by placing your order now. “a 
only enough directories to fill advance 
orders, this being one of the economies 
that make our price possible. 


The coupon to your right is 
your guarantee that a copy will 
be reserved. Sign and send it 
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Service Guide 
Section 


Leading houses in the various lines of 
bank service, bank equipment and bank 
supplies are listed without charge in the 
Service Guide Section, immediately fol- } 
lowing Contents Tables of the BLUE 
4 BOOK. Names and addresses appear 
under proper subject classifications and ; 
these subject heads are alphabetically 
“ arranged in a finding list. This unique 
g feature of the BLUE BOOK makes it 
invaluable to the officer who buys equip- 
ment, service or supplies of any kind for 
the bank. Purchasing officers should ) 
have a BLUE BOOK as part of their 
equipment. 
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WIDENING 
the BANKING HORIZON 
forall MILWAUKEE 


CAPITAL HE CONSOLIDATION on December 15, 1928 of 
$9,000,000 the First Wisconsin National Bank and the Second 


Ward Savings Bank combines Wisconsin’s two largest 
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a banks to form a financial institution serving the 
$5,000,000 financial needs - = Milwaukee and all Wisconsin. 
The consolidated institution operates under the name if 

DEPOSITS and charter of the First Wisconsin. In Milwaukee, f 


=~ 


$146,172,964.56 two hundred thousand people are served at 17 


conveniently located offices throughout the down- 
RESOURCES town and outlying districts of the city. In the state, 


$177,261,961.15 


— 
—— 
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785 of the 970 banks in Wisconsin are correspond- 


oo 
—— 


ents of this bank. Wisconsin business leaders in 


~ = 


every field compose its directorate. Combining as it 
does the essential qualities that for seventy-five years 
have made these two institutions the leading banks 
in the state, the consolidation truly broadens the 


banking horizon for all Milwaukee and all Wisconsin. 





FIRST WISCONSIN NATIONAL BANK 


MILWAUKEE 
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3. He can help popu- 





The Bankers Monthly Round Table 





What A Director Can Do 


For His Bank 


1. He can help build the bank’s business by: 


Depositing all his own funds 

Maintaining a business account 

Arranging for deposits for every member of 
his family 

Appointing the bank as his trustee 


Purchasing his investments through the 
bank 


Maintaining a safe deposit box in the bank 
Securing relatives as depositors 
Securing accounts of friends 


Securing accounts from his clubs and 
organizations 


Securing accounts of new industries with 
which he has contact 


Arranging for out-of-town connections 


Giving names of prospective depositors to 
officers 


2. He can help increase the income from the 


bank’s building by: 
Securing renters 


Suggesting com- 
munity use of the 
building 
Suggesting indus- 
trial exhibits for 
the lobby 
Suggesting win- 
dow displays of 
community in- 
terest 


larize the bank’s 
officers by: 

Saying a good 
word for them 
at every oppor- 


Suggesting them 
for speeches 


Suggesting them 
for community 
work 





The Director’s Job 


DIRECTOR has both a responsibility 
and an opportunity. On this page 
attention is directed to the opportunity. 
A director has the opportunity to man- 
age his bank for reduced expenses, for 
greater safety, for increased income, for 
greater service to the community and for 


greater profit to the stockholders. 

His management opportunity includes 
the job of hiring good men, providing them 
with good equipment, with proficient help, 
establishing agressive policies, and provid- 
tunity ing encouraging recognition and salaries. 

A director has the opportunity of help- 
ing the officers to make the bank prosper. 
Some of the ways he can help are sug- 
gested on this page. 





The Editor’s Viewpoint 


4. He can help reduce the bank’s expenses, not 


by holding down on necessary expense, but 
by: 

Suggesting ways of securing fuel, light, and 
other supplies at reduced rates 

Helping to get expert advice that will save 
on printing 


Approving orders for machines and equip- 
ment that will reduce labor 


5. He can increase the soundness of his bank 


by: 
Personally studying all requests for loans 


Providing the bank’s officers with expert 
advice on investments 


Approving orders of officers for books and 
magazines that will increase their knowl- 
edge and ability 


Asking for adequate report forms to keep 
all important facts before directors 


6. He can make his bank safe by: 


Providing firearms 


Providing bullet- 
proof glass and 
other protective 
equipment 
Encouraging em- 
ployes in target 
practice 
Providing modern 
and adequate 
alarm systems 

7. He can provide a 
building that will 
increase the bank’s 
standing by: 
Being dignified 
Being beautiful 
Being convenient 
Being well located 


Being modern 


Directors may benefit by also reading 
the articles on page 11 and page 12 of 
this issue. 
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lt took a war 
to prove this 5 


EN the trained bookkeepers of America 
marched away to war their work had to be 
done just the same. And the Bookkeeping Machines 
took up the burden—splendidly, accurately, eco- 
nomically. Untrained clerks found most of their 
thinking done for them, and done right, by these 
marvelous machines. 

No wonder then that machines remained as a 
vital part of business after the war ended. The war 
had proved their value for all time. 

The perfection of the Dalton Model V, Bank 
Ledger Posting and Statement Machine, now pro- 
vides even greater results from mechanical account- 
ing. Here is a machine that posts the ledger, pre- 
pares statements, accumulates postings and checks 
its own work when posting is complete. 

With its scientifically arranged ten-key, touch 
method keyboard, the Dalton V Model is built for 
speed. So simple that a novice can operate it. So 





nn nn 


Model 490V-131V perfectly constructed that it will work continuously 
for years. ' 
See this machine in your own bank. See it handle 
your own work. Just clip, fill in and mail the 
coupon; we will arrange a demonstration Pg 
to suit your convenience. i 

F i 
Pg 
Dalton Adding 
: : P i ‘ ae 

Bank Bookkeeping Machines “===. 

Ps Remington R Raed Suliding, 

A Goniemene ee have one of 

. + e e ¢@ , your ¢ represe: atives commu- 

Dalton Adding Machine Division MP I 


i V Model. a nly seen ee 
- ever, that there will be no obligation incurred 
4 on my part. 


REMINGTON RAND ff rae amu 
BUSINESS SERVICE INC. (7 _Diani tf Batthes---sossscccssesseses 


Remington Rand Bldg. EF 7 EN RTE State 
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A Community of Ideals 





HE consolidation of the Union Trust Company (founded 
in 1869) and the First National Bank of Chicago (founded 


in 1863) will unite the two oldest corporate banks in 
Chicago. It will be a union based not alone on the logic of 
nearby locations, but also on a community of ideals—a deep 
sense of public responsibility and a traditional belief in the value 
of close personal contact between officers and correspondents. 





The merging of the two banks will place at the service of 
banks and bankers facilities which have built up combined re- 
sources of more than five hundred and eighty-five million dollars. 





The institution will take its place as one of the world’s out- 
standing banks—a distinct contribution to the prestige of Chicago 
as a financial center and a striking recognition of the growing 
importance of the great Middle West in the commercial and 
industrial development of America. 


While the consolidation will mean augmented facilities for 
more efficient service, correspondents will find in the larger 
organization all the departments with which they are familiar. 
They will also enjoy the advantages of doing business with the 
same friendly and experienced officers who have served them so 
capably in the past. 


FIRST NATIONAL 
BAN Kor CHICAGO 


Affiliated 


FIRST TRUST AND 
SAVINGS BANK 





Frank O. Wetmore, Chairman Resources exceed 
Melvin A. Traylor, President $450,000,000.00 
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hilosophy 


By O. A. CHRISTENSEN 


President, Capital State Savings Bank, Chicago 


ERHAPS it is rather trite to 

say that my first consideration in 
sizing a prospective borrower is char- 
acter. Nevertheless, it is. If a man 
doesn’t have character; real, gen- 
uine, honest-to-goodness character 
that shows on the surface and still 
has its bed-rock down deep inside, I 
don’t care much about his collateral. 
He stands small chance of getting 
the loan. 

I like to lend money to aggressive, 
up-and-coming young men. It is my 
privilege to recall financing, or help- 
ing to finance, many enterprises 
headed by the right sort of young 
fellows who later made a big suc- 
cess of their undertakings. 

A young chap managed a big gar- 
age in our neighborhood for some five 
years. I used this garage frequently 
and had many occasions to witness 
the business-like, courteous, and 
prompt attention he gave to cus- 
tomers. My car was always in tip- 
top condition. Oil was changed, 
water supplied, and minor mechan- 


Lending 


ical defects 
located and 
brought to my 
attention, with- 
out my ever 
having to re- 
quest this serv- 
ice. He, and 
the attendants 
under him, were always affable and 
agreeable to customers. 

When this young man decided that 
he wanted to open a garage of his 
own and needed money to help 
finance it, the loan was waiting for 
him at my bank even before he asked 
for it. For, in addition to his busi- 
ness acumen and personality, he de- 
posited regularly in a growing sav- 
ings account. This type of man rep- 
resents the sort of person I am eager 
to help finance. 


A Loan Brings Additional 
Business 


This eagerness, let me hasten to 
add, does not come from sentiment. 
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E LIKE to finance young men entering business. 

But, they must have character, business acumen, 
and personality of the tried sort, plus a growing bank 
account.—O. A. Christensen. : 


The bank cashes in tangibly on such 
transactions. In the case just cited, 
we advanced a sizable sum of money 
to the young man. He opened up his 
garage, it prospered as we knew it 
would, and he paid back his loan in 
monthly installments, which we had 
arranged for his convenience, with- 
out missing a single payment. His 
account with us grew to sizable pro- 
portions and he became a logical 
prospect for investments and so 
forth. 

But in addition to this factor, we 
cashed in even further on the deal. 
It happened that we had made a loan 
to another garage owner in the 
neighborhood. This loan was frozen. 











This particular garage man was the 
antithesis of the young man we had 
started in business. He conducted 
his garage in a slovenly manner and 
let his business go to the dogs. We 
knew that we'd have a hard time get- 
ting our money from 
him, so we turned, io 
our young protegé. 
The result was that 
we got the two men 
together. The young- 
er man agreed to 
branch out his busi- 
ness and buy the 
other one’s garage. 
He assumed the loan 
among other obliga- 
tions, made a big sue- 
eess of his new gar- 
age and we were saved 
a loss. This surely is 
a tangible benefit that 
should be written up 
on the books! 

Yes, we like to 
finance young men en- 
tering business. But, 
they must have char- 
acter, business acu- 
men and personality 
of the tried sort, plus 
a growing bank ac- 
count. 

Background, too, is 
important. By back- 
ground, I mean that 
the young man should 
be employed some- 
where in our vicinity 
where he has been un- 
der the ‘‘ magnifying 
glass’’ for some time. 
If he hasn’t made’ 
good for someone else 
it is quite likely that 
he will be a failure 
for himself. If he 
has made good for an- 
other, it is our hunch 
that he not only will 
make good for him- 
self, but that he 
should be out and 
making the attempt. 


I would rather lend money to a 
man of proved character and tested 
background, with small assets, than 
I would to a stranger with ten thou- 
sand dollars in bonds for collateral. 


people. 


Make Personal Contacts Cordial 


I don’t believe there is a bank 
president in the country who believes 
in personal contacts with customers 
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more than I do. With me it is both 
a hobby and a matter of common 
sense in building the business of our 
bank, from a eredit as well as a de- 
positing standpoint. We have elim- 
inated coldness and austerity from 


Christensen’s Loan 


Policies 


WOULD much rather lend money to a man of 
proved character and tested background, with 
small assets, than I would to a stranger with ten 
thousand dollars in bonds for collateral. 


WE call on all of our borrowing customers at regular 
intervals and I can conceive of no comprehensive 
lending policy that does not include this essential. 


BANK credit ends where charity begins. 


WHEN I authorize a loan of $1,000 to a man to 

put into his business, on the basis of the state- 
ment he has handed me, I watch his next statement 
with unusual care. 


WHEN credit information is desired by another 
bank, I believe in giving it freely. 


‘TOWARD the close of each month we go through 

the cancelled check files of our borrowing cus- 
tomers, select checks that are evidently payable to 
creditors, and write our usual credit letter to these 


In this manner we unearth much valuable 
information. 


A BANK should not lend to its directors because 

they have a finger in its management principles; 
but this does not apply to stockholders, who are 
representative customers. 


BUSINESS women, almost without exception, are 
very good credit risks. 





our dealings with customers to such 
an extent that there is scarcely a cus- 
tomer who would hesitate to bring 
his problems to me personally, or to 
one of our officers. 

Personal contacts, after the loan 
is made, are important, too. Figures 
on the financial statement don’t re- 
veal personal ability and character. 
A man may show us a good state- 
ment, but, for some reason or an- 
other he may be grouchy with cus- 


tomers and losing ground. Perhaps 
he has been holding his own up to 
the last statement through lack of 
competition. Now, we'll say that 
our grouchy friend has been run- 
ning a drug store. One of these fine 
days a new store 
moves in across the 
street, owned by a 
congenial person who 
gives customers the 
sort of service they 
like, who keeps his 
stock well-varied, at- 
tractive and _ up-to- 
the minute, and who 
will, by natural pro- 
cesses, put our bor- 
rowing customer out 
of business in fairly 
short order. It can 
happen very easily, 
too, that the new- 
comer has opened for 
business just after we 
have made a loan to 
his competitor. This 
means that our bor- 
rower, while he un- 
doubtedly will repay 
the loan at hand, is 
going to be a much 
poorer risk for future 
eredit. There is just 
one method of un- 
earthing situations of 
this sort and that is 
by personal contact. 
We simply must get 
around and see what 
is going on. 

We call on all of 
our borrowing cus- 
tomers at regular in- 
tervals and I can con- 
ceive of no compre- 
hensive lending pol- 
icy that does not in- 
clude this essential. 

As for financial 
statements themselves, 
we’d much rather 
lend to a man with 
only a fair statement, 
whose habits we know to be regular, 
whose personality we know to be 
sound and whose business sense is 
keen, than to the person of irregular 
habits who can show us a compara- 
tively better statement. This latter 
person’s business is due for a slump 
while the former’s is due for a rise. 
This is, of course, generally speak- 
ing, since circumstances alter all 
cases. 


(Continued on page 50) 
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DAN V. STEPHENS 


BELIEVE that in the regional 

clearing house idea, we have a 
solution of most of the difficulties 
arising from bank failures. 


I have discussed the subject so 
much that I weary of talking about 
it at times, but as each batch of bank 
journals reach me I find the inspir- 
ing news of the starting of a new 
regional clearing house somewhere in 
the United States. I was at the birth 
of one the other day in Southern 
Illinois at Carbondale. They have 
been organized in northern Indiana, 
Wisconsin, Louisiana, Georgia and 
are being considered in many other 
states. 

Especially and conspicuously Mis- 
souri shines out at the top of the list. 
Bank Commissioner Cantley has in- 
augurated the regional clearing house 
system throughout his state and his 
organizations are now being com- 
pleted. It is the most forward step, 
in my judgment, ever undertaken by 
a bank commissioner in America for 
the improvement of banking prac- 
tices. 

I can give you some remarkable, 
startling information out of the ex- 
perience of the First Nebraska Re- 
gional Clearing House Association, 
which is the father of them all. 
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Don’t Close Them! ° 


What One Regional Clearing House Has Done 


By DAN V. STEPHENS 


President, First Nebraska Bankers’ Credit Clearing 
House Assn., Fremont, Nebr. 


ONE YEAR’S WORK 


Of the country’s first regional clearing house 


1. The clearing house examiner persuaded 9 boards of directors to pay cash 
into their banks to replace frozen or worthless paper. 


2. Three others are now raising money for the same purpose. 
3. Assessments will be made in three other banks that have not been ready to 


collect the money voluntarily. 


4. Thus 15 banks out of 60 in the association will be materially improved 
in capital set-up in one year of work. State examiners would have left condi- 
tions as they were until the banks became seriously involved. They would then 
have been closed. The bankers’ clearing house saves banks—it does not close them. 


Our clearing house (state) ex- 
aminer, who has been working for a 
year in this district reported to me 
the other day that he had convinced 
the boards of directors in nine dif- 
ferent banks that the strengthening 
of their institutions was imperative. 
They paid in actually $270,000 in 
cash into these nine banks, which 
would average $30,000 each, for the 
purpose of taking out frozen or 
worthless paper. 


Questionable Assets Eliminated 


In addition to these nine, he con- 
vineed three others that they should 
do the same thing and they agreed 
with him and are now raising the 
$65,000. This will make 12 banks 
that had a total of $335,000 of new 
money paid into them within the 
year in the form of capital improve- 
ments. 

He contemplates making assess- 
ments in three additional banks and 
he sees no difficulty in making the 
collections. This will make 15 all 
told out of a total of 60 that this one 
examiner has been able to effect in a 
most material way in a single year’s 
time under our new regional clear- 
ing house idea. : 

Not only this, but he has succeeded 


in taking $100,000 worth of question- 
able assets from the surplus and 
earnings accounts. 

He has econvineed the boards of 
directors of 25 banks that they should 
not pay any further dividends until 
certain doubtful assets had been 
satisfactorily disposed of. 

He has also under way nine pros- 
pective consolidations involving 18 
banks. Not all of these are likely to 
be successful in the near future but 
some of them undoubtedly will be 
consummated as soon as the examiner 
is able to give direct and concen- 
trated attention to them. 

The point I want to make in regard 
to this work is that under the old 
idea of the examination of banks a 
bank is seldom saved. If it is bad, it 
is closed and liquidated. This is 
demonstrated by the fact that this 
clearing house association, in all 
probability, has collected more stock 
assessments this year than all of the 
other examiners in Nebraska put 
together. 

One examiner in adjoining terri- 
tory, that is equally as well located 
as our territory, has only collected 
three assessments in his whole exper- 
ience of several years in examining 

(Continued on page 65) 
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Shortage=Closed Bank? No! 


By F. LEE MAJOR 


Vice President, Boatman’s National Bank, St. Louis 


664 .ENTLEMEN, your 
is short $45,000!°’ 

For seconds, profound 
silence prevailed in the directors’ 
room of the Farmers Bank, where all 
its directors had been summoned by 
the bank examiner. 

The surprise was so great that not 
one of the directors could express 
himself. Finally, Mr. Gooden, a suc- 
cessful farmer who through hard 
work and careful management had 
accumulated a substantial account 
with the bank, said, ‘‘ Well, I guess 
you will close the bank, the stoekhold- 
ers will be called on for a 100% as- 
sessment and the depositors may lose 
a large amount.”’ 

**No,’’ said the examiner, ‘‘I have 
checked your bank very carefully, 
have talked with your president and 
am reasonably sure the shortage is 
no more than I have indicated. If 
that is true, I have a plan which will 
save your bank from failure, your 
directors from the disgrace of being 
connected with a failed institution, 
and eventually restore the money 
which has been embezzled.’’ 

By this time the directors were 
alert with interest and almost in 
unison asked for the plan. 

‘“Well,’’ said the examiner, ‘‘! 
ean do this only with your help. I 
learned from your president that he 
has property valued at about $15,000 
and his wife has property worth 
about $30,000 which they are willing 
to use to make good this shortage. It 
will, however, require time to acquire 
title to this property, and then dis- 
pose of it. Of course a bank the size 
of yours, with a capital of $25,000 
and a surplus of $5,000 cannot carry, 
for any length of time, such an 
amount of real estate, and until title 
to the property can be secured and 
at least a substantial part of it sold, 
you gentlemen must help. I have 


president 


several 
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NE bank commissioner suggested that the 
directors give him a bond with approved 


security, to run a limited time. 


This was done 


and he restored the bank to solvency. 


prepared a bond for $45,000 which I 
shall ask each of you to sign.’’ 

For another period there was 
silence and again the farmer was the 
first to speak. ‘‘No, Mr. Examiner, [ 
think I won’t sign the bond, for then 
I am liable for this amount. I don’t 
think I should do this for I have not 
often attended directors’ meetings, 
have not paid much attention to the 
bank and, therefore, don’t think I 
am in any way responsible.’’ 

‘““That,’’ said the examiner, 
‘*makes you the more liable, for when 
you became a director of this bank 
you took an oath. Do you remember 
that oath? 
I have a copy of it with me. 
here it is.’’ 

“TI, the undersigned, director of 
Ie: osedouks Bank, 
located at ........ 
being a citizen of 
the United States, 
and a resident of 
the State of ....... 
do solemnly swear 
(affirm) that I will. 
so far as the duty 
devolves on me, dil- 
igently and honestly 
administer the af- 
fairs of said bank; 
that I will not know- 
ingly violate, or will- 
ingly permit to be 
violated, any of the 
provisions of the 
statutes of this 
state under which this bank has 
been organized; and that I am the 
owner in good faith and in my own 
right, of the number of shares of 
stock required by said statutes, sub- 
scribed by me or standing in my 
name on the books of the said bank; 
and that the same is not hypothecated 
nor in any way pledged as security 
for any loan or debt.’’ 


Yes, 


Just a moment I believe © 





‘You have just admitted that you 
have violated your oath by not at- 
tending directors’ meetings and our 
courts have many times held diree- 
tors liable for neglecting their duties. 

**Listen to what the Supreme 
Court of our own state has recently 
said: ‘Directors, by assuming office, 
agree to give as much of their time 
and attention to the duties assumed 
as the proper care of the interests in- 
trusted to them may require. If 
they are negligent and losses result 
from acts committed by those left in 
control, the directors are responsible 
tu the institution. It is the duty of 
a director to know his bank, and to 
see that its affairs are honestly and 
properly managed. He cannot shirk 
this duty and avoid liability.’ 

‘‘Under the laws 
of this State,’’ said 
the examiner, ‘‘the 
bank commissioner 
may take a_ bond 
with approved secur- 
ity, to run a limited 
time, to restore a 
bank to solvency. I 
am satisfied you gen- 
tlemen can make 
such a bond. The 
president can then 
satisfy you as to the 
value of the proper- 
ty to be turned over 
and instead of clos- 
ing your bank, dis- 
rupting business in 
your community and bringing upon 
yourselves the stigma of having been 
the directors of a failed bank, we will 
work the matter out. 1 have al- 
ready called the bank commissioner 
and he has instructed me to inform 
you gentlemen that I am to give this 
matter as much time as is necessary 
to put it in proper shape.”’ 


(Continued on page 42) 
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29 Ways To 


Ce 





HARLES L. FARRELL, 
the National Newark & Essex Bank- 

ing Co. opening the 1928 season of the 
Newark Insurance and Banking Athletic 
League. This picture with secsmeenying 
story made an interesting booklet as wel 
as having wide newspaper circulation. 


resident of 


EAL publicity is created, or 

ereated in part. There is no 
publicity that a bank ean offer of 
more importance than the publicity 
afforded by its officers, personnel, or 
directors. Possibly you think, as [ 
do, of some prominent banker. My 
man, (and he is a real flesh and blood 
man), is always in the papers, on 
the front pages and, aside from his 
unusual administrative ability, he is 
worth thousands and thousands of 
dollars a year to the bank, on ac- 
count of his uneanny feature of 
being news. His yacht burns down, 
he is at the head of this or that 
benevolence, he galvanizes sleeping 
officials to action by a stirring speech 
before a civic organization, or he 
erashes into polities with a colorful 
and well-timed statement to spread 
his institution over the front pages 
of the state papers and metropolitan 
papers. 

More ordinary is the bank official 
who ean be depended upon for a 
good speech. Advance copies of or 
extracts from the speech should be 
handed the reporters. For example: 
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our Bank 
' In The Public Eye 


N ALERT publicity 
man instigates events 
which will make good 


publicity. 


of 


By BRYANT W. GRIFFIN 


Advertising and New Business Manager, 
National Newark & Essex Banking Co. 


Any bank with a good speaker ean 
arrange to give a radio talk without 
charge during Thrift Week on that 
subject. The publicity value may be 
repeated even four times. First, in 
the announcement in the radio and 
financial pages of the papers which 
is, perhaps, supplemented with a 
little paid advertising. 

Second, the speech itself. Third, 
extracts of the speech pre-released 
to the newspapers. Fourth, reprints 
of the speech. 


Interesting Articles Make 
Good Publicity 


Some of the larger banks realize 
the publicity value of articles. True, 
the name of the bank can usually 
appear only under the caption and 
below the writer’s name, but if the 
article is interesting, timely and 
pleasing, it will be read and the 
name of the bank will be associated 
with the atmosphere of the article. 
One reads a trade paper or magazine 
as something of an authority, so 
articles appearing there are almost 
sure of favorable attention. 

News ean be created for the news- 
paper. If a personal allusion may 
be forgiven, the City of Newark and 
the Oranges are producing some ex- 
cellent tennis players which rank 
high in national circles. So we 


suggested tennis as a sport for the 
Newark Insurance and Banking 
Athletic League to the president of 
the League. He acted upon the 
suggestion promptly and we profited 
by the opportunity of presenting the 
name of the bank time and again 
in every succeeding round of the 
tournament. The reporters got the 
stories of the various matches from 
the publicity department, and wher- 
ever possible, they brought in my 
name and the connection with the 
bank. 

Suppose you are putting'in new 
sections in your vault. Here is a 
fine chance to tell of the strength 
of the vault. Get the newspaper 
photographer to take photographs 
of the lowering of the sections and 
accompany the pictures with a de- 
scription of the weight of each sec- 
tion. In talking with the vault man, 
for instance, I found that a man had 
recently had his shoulder crushed 
by a settling of the section only a 
few inches and this was the same 
man who supervised the installation 
of some sections the last time. This 
is real news, for it shows the dangers 
and emphasizes the tremendous 
weight to be handled in the installa- 
tion. 

One often wonders as he looks at 
a bank cop, what tales of heroism 
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and adventure might*be told. What 
did the Armored Car men do before 
they got their present positions? 
Talk with them and you will have 
a feature story for the Sunday 
Supplement. 

Tabloids recognize the desire for 
pictures. Leading newspapers carry 
pictures every day and their roto- 
gravure section on Sunday is the 
focus point of the whole newspaper. 
A eall in advance to the photo- 
graphic departments of the news- 
papers will bring a battery of pho- 
tographers to any event which has 
news value and the cost of an in- 
dividual photograph is very small 
compared to the news value, if it 
is reprinted in the papers. If the 
news value is small, it is better to 
give it exclusively to one paper. 
Examples of actual use of such pie- 
tures are a picture of the winning 
team of any sort, of prominent 
players, of the president pitching 
in the ball game for the first game 
of the season, of a ballet put on 
by the girls of the bank, of the 
opening of a branch office, of the 
opening of a new department, of 
high school students visiting the 
bank on Thrift Week, and so on. 

A series of pictures or drawings 
may form the framework for the 
publicity of a branch opening. 

The architectural drawing may be 
released simultaneously to the papers 
with a general story of the material 
to be used, the architects, contrac- 
tors, ete., With the completion of the 


1. Your officers—their move- 
ments and personal events. 


2. New branch opening. 


3. Increase in interest or 
dividend rate, and in stock. 


4. Athletic news. 


5. New booklets—tax book- 
lets, maps, and so on. 


6. Speeches made by officers. 


7. Bank dinners and social 
-affairs. 


8. Marriages and deaths of 
officers and employes. 


9. Bank or employe anniver- 
saries. 


10. Exhibits in bank lobby. 
11. Advancements. 


building, a drawing affords a further 
opportunity for a similar story. A 
photograph of the branch manager 
and a story of his life is always good 
for a success story in the Sunday 
papers. An interior drawing, as 
the building nears completion, fur- 
nishes a text and center of attrac- 
tion for another story of bank refine- 
ments for general and simultaneous 
release. And surely, on the opening 
day you will have a photographer 
from every newspaper. For the more 
conservative papers, a formal pic- 
ture of the opening; for the Jewish 
papers, a picture of your Jewish 
director shaking hands with the 
branch manager; for your tabloid 
paper, your prettiest bank girls 
giving out souvenirs and sitting at 
the table posed unblushingly as the 
photographer directs. 


Plan Advertisements To Be 
Used in Other Ways 


Newspaper advertisements can he 
framed with an eye to their being 
used as publicity afterwards. I could 
imagine an advertisement written on 
checks and their functions, reprints 
of which could be inclosed in -state- 
ments and which would not be ob- 
viously and disagreeably educational. 
If the wording were fairly clever, 
it might be reproduced not only in 
banking, but also in such publica- 
tions as Printers’ Ink. 

Bruce Barton spoke of the need 
of advertising using the Old Testa- 
ment quotation, ‘‘There arose an 


THESE EVENTS MAKE GOOD NEWS 


12. New officers. 


13. Election of officers to 
honorary positions in societies. 


14. Probated wills. 


15. Connection of bank offi- 
cers with various benevolences. 


16. Feature stories about 
lives of bank men. 


17. Real estate news. 


18. Newspaper tips from 
mortgage department. 


19. Bank contributions to 
benevolences. 


20. Predictions on general 
business conditions. 


21. Quotations from monthly 


’? 


order that knew not Joseph. 

With this in mind, we put out an 
advertisement one Christmas, ‘‘' The 
house of money appeals to the House 
of God.’’ We sent advance proofs 
to every minister in northern New 
Jersey and received requests for 
20,000 reprints to be handed out in 
churches and to be sent out with 
church Christmas letters. A request 
for several dozen enlargements to be 
displayed in church and Y. M. C. A. 
lobbies, and a request for several 
dozen reproductions to be used in 
church bulletins was received. In 
Ridgefield, N. J. the churches united 
to run this advertisement in the 
newspapers. The advertisement was 
framed in such a way as to be pub- 
licity rather than advertising and 
the name of the bank did not. appear 
except in the small copyright at the 
bottom. The imprint of the oldest 
bank in the state and the largest 
national bank did not seem to de- 
tract from the message. Some 400 
complimentary letters were received, 
two of which might have been used 
for further publicity if it had been 
in good taste, e.g., from the White 
House and from Dr. S. Parkes 
Cadman. 


So much for the creation of pub- 
licity and news. A bank cannot for- 


get to gather in and to send along 

to the papers the little happenings 

that might be overlooked. The pub- 

licity man ought to gather items of 

news about the bank, hold them 
(Continued on page 47) 















survey leaflets or house organ. 


22. Reports of bankers asso- 
ciation meetings and the like. 


23. Any unusual service such 
as lending to veterans on cer- 
tificates. 


24. Physical 
in the bank. 


25. Distribution of gifts and 
novelties. 


26. New policies or plans. 
27. Purchase of bond issue. 
28. Human interest stories. 


improvements 


29. Pertinent comments on 
incidents of importance in cur- 
rent news. 
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Service 


Is Perishable 


Sell It Quickly 


By L. A. DOWNS 


President, Illinois Central System 


bar service is ready for delivery, 
it at once begins to depreciate. 


Service cannot be stored. 
Neither can it be salvaged. 
Service is perishable — Sell 


LL business enterprises have need 
for good salesmanship in the 
marketing of their products, but in 
the ease of railroads, the need is 
much more than ordinarily acute. 
Railroads produce service, a pro- 
duct which perishes as it is produced. 
That part of service that remains 
unsold is a dead loss. A railroad 
must run a certain number of trains 
whether or not they carry their full 
loads of passengers or freight. 
Service cannot be stored. What is 
made today must be sold today. 
Service cannot be salvaged. What 
remains unused is a total loss. 
Organizations that produce serv- 
ice usually have a plant and organ- 
ization that are so highly specialized 
that if they are not used for the pro- 
duction of the service for which 
they were made, there is little or no 
other use that can be made of them. 
If a railroad does not go on pro- 
ducing transportation, interest on 
the investment soon makes disastrous 
inroads upon its resources. On the 
other hand, the production of unsold 
transportation is a waste of money 
which also tends toward disaster. 
This alternative makes the produe- 
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it quickly. 


tion and concurrent sale of trans- 
portation in large volume a sink- 
or-swim proposition for a railroad. 


The Illinois Central System uses 
several methods to meet this prob- 
lem of salesmanship. Besides ad- 
vertising its service extensively, 
it maintains traffic solicitors at 
important traffic centers both on 
its own lines and in other parts of 
the country. In addition, all mem- 
bers of the organization are urged 
to regard themselves as transporta- 
tion salesmen and to lose no oppor- 
tunity to obtain business for the rail- 
road. It is pointed out to them that 


‘the sale of transportation is what 


makes it possible for the railroad to 
provide employment, so that it is to 
their interest to cooperate in build- 
ing up the volume of traffic. 


The management also strives in 
various ways to impress upon the 
public the importance of patroniz- 
ing the railroad in order to insure 
continuance of the important con- 


Editorial Note—Bankers will readily recog- 
nize that all Mr. Downs says about selling 
railroad service applies to the selling of 
banking service. 










asst. chief 2 2 of 
way, 1907-10, supt. Is.. M and Ky. divs., 
1910-15, supt. Southern lines, 1915-16, Northern 
wit, Conteal of "Re 1000-94 ae 

v. mgr. en 
tc. and Ocean Steamship Co. of Savannah, 1924-26; 
pres. Ili. Central System since Sept. 15, 1926. Mem. 











tributions it makes, through its serv- 
ice and otherwise, to the welfare of 
the communities it serves. 

A statement was published last 
April inviting public attention to 
the importance of local passenger 
service as a community asset and the 
need for safeguarding this asset by 
patronizing the trains. This state- 
ment was followed up by a message 
to the employes giving them selling 
arguments for use in ‘‘talking up”’ 
patronage of local passenger service 
to the public. 

Because of the extent to which the 
railway business is regulated by the 
government, the winning of public 
good will is an important matter to 
the railroads, entirely aside from the 
direct effect of publie good will upon 
revenues. _What the railroads are 
doing to obtain such good will should 
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also be of interest to every banker. 

The cultivation of public good will 
is one of the foremost aims of the 
Illinois Central System. Its unre- 
mitting efforts for the provision of 
good transportation service and for 
courtesy and helpfulness to its pa- 
trons are in pursuance of this aim. 
The management strives to make the 
Illinois Central System an asset to 
every community along its lines and 
to have it regarded by the people 
of these communities as a local in- 
stitution, a useful citizen and a good 
neighbor which can be relied upon at 
all times to do its part in promoting 
the interests of the community. 


In addition to showing by its acts 
that it desires public good-will, the 
management pursues the same end 
by its words also. 
institutional publicity to foster 
friendly public sentiment toward 
the railroads in general and this one 
railroad in particular. 

Chief among its methods to this 
end is a series of monthly statements 
which has now been 
in progress more than 
eight years. These 
statements are pub- 
lished the first of 
every month in all the 
daily and weekly 
newspapers published 
along the railroad’s 
lines. The object of 
these statements is to 
take the mystery out 
of railroading by giv- 
ing the public in sim- 
ple, non-technical lan- 
guage facts about the 
railroads. The public- 
is taken into the man- 
agement’s confidence 
and informed, about 
the efforts, problems 
and accomplishments 
of this railroad and 
the railroads as a 
whole. 

These statements 
are supplemented by 
a monthly message to 
the employes giving 
them timely informa- 
tion for use in dis- 
cussing railway mat- 
ters with the public. 
(Typical examples of 
both the statements to 
the public and the 
messages to employes 
are those previously 
mentioned having to 


It endeavors by 
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do with patronage of local passenger 
trains.) A good deal of informa- 
tion along similar lines also is pub- 
lished in the Illinois Central Maga- 
zine, which is distributed without 
charge among the employes and 
which also has a large mailing list 
outside the organization. 

This publicity is motivated by a 
firm conviction that the American 
people are eminently fair-minded 
and ean be relied upon for just, sym- 
pathetic treatment when in posses- 
sion of the facts. The experience of 
the railway management is constant- 
ly strengthening this conviction. 

The decisive influence of public 
sentiment in shaping conditions in 
the railway industry affords bankers 
a wide field for helpfulness to the 
railroads. They have outstanding 
prestige in their communities, and 
their advice on economic subjects is 
accorded much weight by the public. 
Therefore they are in excellent posi- 
tion to take leading parts in guiding 
public sentiment with respect to the 


AILROADS and banks both sell service. 
ty seats and empty passbooks represent losses 
because a service created has not been sold. 





railroads along sound, constructive 
lines. 

In order to take advantage of 
their opportunities of this kind, they 
need to be informed on current con- 
ditions and trends affecting the rail- 
roads. They should have some idea 
of what the railroads are doing in 
the way of efficient performance, how 
they are faring financially and what 
are their needs and aims for the 
future. 

Discussions and proposals looking 
toward publie action with respect to 
railway rates and regulation, com- 
petitive developments and so on 
should have the attention and con- 
sideration of bankers. With their ex- 
pert financial and economic knowl- 
edge, they ean readily discern 
whether such conditions and trends 
are favorable or otherwise to rail- 
way efficiency and what course of 
action will best promote the public 
interest in good transportation. They 
ean then exert a potent influence in 
bringing about the adoption of such 
courses of action by 
giving the public the 
benefit of their judg- 
ment and counsel. 

Bankers know, for 
example, how largely 
railway securities are 
represented in the in- 
vestments of insur- 
ance companies, edu- 
cational foundations, 
philanthropic endow- 
ments and other in- 
stitutions of similar 
character, including 
banks _ themselves, 
from which the pub- 
lic derives important 
benefits. They appre- 
ciate, therefore, how 
greatly the public 
stands to lose if the 
productivity of the 
properties represent- 
ed by such securities 
is impaired by inad- 
equate earnings. 

They also have ex- 
ceptional knowledge 
of the adverse effects 
of inadequate earn- 
ings upon the ability 
of the railroads to 
finance enlargements 
and improvements of 
their facilities to meet 
the growing transpor- 
tation requirements 


of the future. Here 
(Continued on page 67) 
BANKERS MONTHLY JANUARY 1929 


Emp- 





— 


~_ 


s-eoro 





ee 


— 


40) Questions To Ask About 


our Auditing 


By R. H. BRUNKHORST 


Comptroller, Harris Trust & Savings Bank, Chicago 


HE conclusion that “auditing” means the in- 

stallation of an expensive department presided 
over by an equally costly auditor is altogether 
erroneous. Auditing departments are not an 
added expense to any institution. They mean 
only that certain banking practices essential in 
every institution large or small, have been con- 
centrated and placed in charge of an independent 
head, designated “auditor.” 

Every bank should be audited. If it is a large 
one, an auditor and the necessary department 
should be provided. If it is a small one, it should 
still be audited. Someone within that institution 
should be designated to protect the good interests 
of the institution, to verify income and disburse- 


ments and provide proper contro! of securities. 

When the bank is not large enough to have an 
auditor who should do the auditing? Exactly the 
same principles should apply as in selecting an 
auditor. ° 

He must not be a signing official. He must 
not have custody of cash or securities. He must 
have the ear of the board of directors. - 

Who should he be? He might be the general 
bookkeeper, he might be the office stenographer, 
a trusted messenger or anyone who does not sign 
or have custody. 

In the following list of questions the title 
“‘auditor” is used for convenience. The person des- 
ignated to do the auditing is meant. 





1. Does your auditor make at least one complete 
examination yearly? 


2. Does the report of this examination reach 
your directors? 


3. In this report, is the auditor permitted to 
criticize systems, methods, personnel, including 
officials? 

4. Do you insist on his appraising assets? 

5. Is your auditor a signing official? 

6. The most complete instructions ever given to 
an auditor are, “You are the auditor. Use your 
own judgment.” What instructions do you give 
yours? 

7. Is your auditor a detached official operating 
under the supervision of the board of directors or 
its representatives? 


8. Do you have control of all types of income on 
loans and acceptances, including interest billed but 
not collected? 


9. Does your auditor verify collateral by com- 
munication with the borrower? 


10. Do you have a check on the genuineness of 
signatures on notes? 


11. Does your auditor know that all loans have 
been approved by the executive committee? 


12. Does your auditor have access to the minute 
book? 

13. What control have you on bond interest and 
profit? 

14. How do you control miscellaneous accounts 
receivable and miscellaneous assets? 

15. What check have you on charged-off items? 

16. Does your auditor check the collection 
department? If so, how? 

17. How do you control cash items? 
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18. Who reconciles your due-from-banks ac- 
counts? ; 

19. What control do you have on securities left 
in safekeeping? ' 

20. What check have you on exchange charged 
and received? 

21. How is interest-paid checked? 

22. Who controls your reserves? 

23. How do you verify checking accounts? 

24. Does your auditor verify checks, drafts, and 
certificates issued? 

25. How are savings accounts controlled? 

26. How is interest thereon checked? 

27. How do you check letters of credit, travelers 
checks, etc.? 

28. Is your auditor in charge of systems? 

29. If not, is he consulted? 

30. Is he a member of a committee approving 
salaries and dealing with morale? 

31. Has your auditor access to every part of 
your bank? 

32. Does he specify the type of vault control to 
be used on assets? 

33. If you have a trust division, does your 
auditor have access to all parts of it? 

34. What control has he over the assets? 

35. What control has he over trust assets in 
transit? 

36. How does he verify income on trust accounts? 

37. Does he report on every departmental 
examination made? 

38. Is he consulted on personnel? 

39. Does he ever do any work commonly called 
“operating’’? 

40. Is your auditor “big” enough for his job? 
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“What About 
If You 


By C. A. MAYNARD 


Secretary, The Pontiac Trust Company 
Pontiac, Mich. 


HE Pontiac Trust Co., Pontiac, 

Mich., has found that one of the 
best ways to sell its trust service is to 
sell it to the women first. So it has de- 
veloped the idea of presenting its trust 
services in playlet form before various 
organizations, some with just women, 
some with both women and men. 

It has found that where women for- 
merly felt that trusteeships deprived 
them of their rights and privileges, they 
become very much enthused with 
the arrangement as explained in this 
playlet and in turn sell the idea to their 
husbands. 


Your Property 


Don’t Come Back?” 


A drama in one act which sells 
trust service to the women first 


R. J. Dawson of our company and 
myself take the two parts in the dialogue. 
I usually represent the trust company 
and Mr. Dawson the client. The skit 
takes from 40 to 50 minutes to render. 
If we are appearing before a group of 
younger people we discuss smaller estates 
of, say $25,000 and $5,000 insurance, 
and place more stress on taking out ad- 
ditional life insurance to increase the 
estate in case of death. If it is an older 
and more wealthy group, we take an 
estate of, perhaps, $90,000, with 
$10,000 insurance, as the unit of dis- 
cussion. 


SCENE: Office of trust company with desk, two chairs and usual desk appur- 


tenances. 


Mr. Maynard enters and seats himself at the desk, busying himself with papers. 
meanwhile announcing to the audience that Mr. Dawson will represent a client. 


Enter Mr. Dawson, gayly. 

Mr. Dawson looks Mr. Maynard 
over judiciously. 

Dawson: Maynard, you need a 
vacation. Come on and go with us. 
I’m leaving this week for New York, 
from where I shall sail for San 
Francisco and then on to Honolulu. 
We've a corking party going and we 
will be gone ten months. It’ll be a 
wow of a time and make a new man 
of you. How about it? 


Maynard: Love to, Ray, but 
i’m too busy to get away. Besides, 
sharks like nice juicy people. 

Dawson: It’ll be a peach of a 
trip. Golf, tennis, and swimming on 
board ship, warm soothing sunshine, 
surf bathing, expeditions, Philippine 
house boys at five cents a day for 
servants, new sights, summer moon 
in Hawaii—what more could you 
ask? (Looking at papers on desk) 
You seem to be quite a statistician. 
What do the figures say ? 
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Maynard: Why a ecelient of 
mine was asking me this morning 
what $25 deposited each month at 
4% interest com- 
pounded = semi- 
annually would 
amount to in 20 
years. He has a 
year-old son and 
figures that on 
his present in- 
come he ean put 
away $25 each 
month toward a 


college educa- 
tion, or what- 
ever seemed 


most important 
at the time. 


Dawson: 
And he’d get 
that much in 20 
years? It’s astounding! Say, look 
here, he could withdraw each thou- 
sand as it accumulated and invest it 


at 6% or 514% and so increase his 
income on the principal. 

(The idea of using this method was 
twofold. First, to encourage the idea 
of thrift, and second, to gradually lead 
the audience up to the subject.) 

By the way, Maynard, what would 
you take to care for my business 
while I’m away and how do you 
think would be the best way to han- 
dle it? 

(They discuss placing the business 
either under a power of attorney or in a 


living trust, explaining what each 
would be.) 
Dawson: Fine! We'll make 


such an arrangement. And now I 
guess I’ll be going on. I’ve a dozen 
other things to take care of this 


morning. Thanks a lot for the in- 
formation. 
Maynard: Look here, Ray. 


You’ve arranged for your property 





“By putting your property in trust you relieve your 
wife of the work and worry of collecting money due her 
and reinvesting it.” 


to be taken care of while you’re 
away, but suppose something should 


(Continued on page 61) 
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Our Banking System Makes Possible 


Quantity Production and 


The commercial banker 
finances the manufacturer 


and jobber. 


The manufacturer produces 


in quantity. 


The public gets better 


products at lower prices. 


Industrial banks and fi- 
nance companies enable 
the majority to buy and 
consume the product on 


time payment. 


E are living in an extraor- 
dinarily-prosperous industrial 
era. The outstanding characteristic 
of these prosperous times is the fact 
that they are inseparably associated 
with mass production. There never 
was a time in the industrial history 
of this nation when mass produc- 
tion constituted such an important 
element in the cycle of success. 
The sale of merchandise by time 
payments, or what is now generally 
called ‘‘consumers’ eredit,’’ has, by 
aiding mass consumption, largely 
contributed to the success of mass 
production and to the consequential 
prosperity of this country and its 
people. 
In this connection it is interesting 
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Lower Prices 





By ARTHUR J. MORRIS 


President, Industrial Acceptance Corporation, Founder of the 
Morris Plan System of Industrial Banking 


to analyze not alone what the banker 
should know about this economic 
phenomena, but also the extent of 
his lack of knowledge and skepticism 
at the time consumptive credit first 
began its earthly pilgrimage as a 
crusader in its march toward eco- 
nomie demonstration. 

It can be conservatively stated that 
if the development of consumers’ 
credit had depended upon the av- 
erage banker, the present stage of its 
development and its inestimable con- 
tribution toward mass production 
and present-day prosperity would 
simply not have been. Of course, this 


fact is no reflection on and no ecriti- 
cism of the banker; his function is to 
conserve rather than pioneer—espe- 
cially in plowing new fields of credit. 





It is also interesting to analyze the 
basie deductions which are to be de- 
rived from this wide economic ex- 
perience with both mass production 
and mass consumption and the essen- 
tially interrelated consumers’ credit 
which has enabled mass production 
successfully to distribute its prod- 
ucts. 

I recall so vividly the early days 
of instalment financing when it was 
the accepted theory that any effort 
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towards persuading thé consumer to 
buy on the partial payment plan 
would necessarily encourage extrava- 
gant habits and further intensify 
what was then regarded as the av- 
erage American’s tendency to live 
beyond his income. 

The merchant selling on this basis 
occupied a second elass position in 
the realm’ of trade; the individual 
buying on such terms was then con- 
sidered an undesirable risk; and as 
far as any manufacturing enterprise 
being at all dependent upon the dis- 
tribution of its product through the 
ultimate sale to consumers on time 
was simply an unheard of anomaly 
which found no place and no favor 
in the contemplation either of first- 
class manufacturers or their bankers. 

What a revolution 
has occurred! The 
entire success of the 
automobile industry 
—the largest indus- 
trial enterprise in 












































merchandise it is a well-known fact 
that the cash buyer partly or entirely 
pays for the expense incident to 
credit purchases. 

These facts illustrate the distine- 
tion between open retail store ae- 
counts on credit and the advantages 


tomer. By this method, the cash cus- 
tomer defrays a large part of the 
cost of carrying the open retail store 
accounts of the credit customer. 

On the other hand, when a retail 
automobile dealer sells a ear through 
the facilities of instalment time pay- 

ment, the cost of earry- 



















ing the transaction is 
added to the eash retail 
price, and when the 
paper is sold to the in- 
stalment finance or 
acceptance company, 
the instalment pur- 
chaser has paid for the 
time payment facilities 
in addition to the cash 
retail selling price 
which the retail auto- 
mobile dealer re- 
ceives in cash. 

The annual turn- 
over of instalment 
transactions is ap- 





















the world today—is 
inseparably associat- 
ed. with instalment 
financing and con- 
sumers’ credit. 

It is interesting to 
note the extent to 
which this fact has 
contributed to the 
general prosperity 
and general advan- 
tage of the Ameri- 
ean public. Even 
the cash buyer has 
had a direct benefit 
because of the na- 
tional expansion of 
instalment buying 
facilities. To any 
thinking statistician 
it is apparent that 
the cash buyer is en- 


E have now come to depend on mass pro- 

duction so completely that any attempt to 
interfere with it beyond the economic law of 
supply and demand might be a dangerous under- 
taking. 

This simply means that consumers’ credit must 
likewise be maintained in order that mass pro- 
duction may be continued. 

To date, the Morris Plan System has loaned 
approximately one and a third billion dollars to 
nearly six million customers and the Morris Plan 
System, with its affiliated enterprises, is annually 
lending more than $400,000,000. 

The day is just beginning to dawn when in- 
dustrial banking will make its contribution to the 
potential powers of human accomplishment in a 
way analagous to the enormous contribution which 
instalment financing has made to the mass pro- 


proximately an an- 
nual volume of about 
six billion dollars. 
It has been estimated 
that more than half 
of this huge volume 
is automobiles. The 
average volume of 
outstanding retail 
store accounts ex- 
ceeds one billion dol- 
lars. These figures 
ought to impress 
you with the fact 
that the new auto- 
mobile industry has 
found an economical 
and scientific meth- 
od of financing its 
time sales and mak- 
ing those who get 
the benefit of the 













abled today to buy 
a finer car at a lower 
price because of 
mass production. 
This mass production, 


producing 
better cars at lower prices, would 
simply have been impossible without 
the volume resulting from time sales 
financing. 








In this connection, it is well to ob- 
serve that the automobile industry, 
while dependent upon mass produc- 
tion and the benefits which accrue 
from time sales, has developed the 
distribution of merchandise in such a 
manner that the cash customer is 
benefited, as above pointed out, by 
time sales, whereas in other lines of 
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duction of merchandise. 


of instalment financing. The big retail 
stores carry millions of dollars of ac- 
counts receivable on their open ac- 
count ledgers. The most of carrying 
these accounts is disproportionately 
enormous and is thrown into the gen- 
eral operating expense account. 

If it cost a merchant 33% to do 
business, he simply adds this cost 
into the delivered cost of his mer- 
chandise and marks up the latter in 
order to ascertain his retail prices. 
The same retail prices are usually of- 
fered to both the cash and credit cus- 


terms pay the cost 
thereof, while the 
older retail stores 
have almost univer- 
sally failed to appre- 
ciate the importance of reducing 
their cost of operation by adopting 
a retail acceptance method and 
charging the cost thereof to their 
credit customers. 

I have often been asked to what 
extent Morris Plan facilities were 
more desirable than the old plan of 
time selling, and it has been apparent 
to me from the multiplicity of in- 
quiries in this regard the extent to 
which the two systems of consumers’ 
credit have been confused. 


(Continued on page 54) 


BANKERS MONTHLY JANUARY 1929 


ee 






a 
Pat oan ne | ‘Pa i” CI 


oti Nase 


Minpord\, 
CaLantang | nt 








Fadi n bo 


re : 
Ae Sei ALA tify 





Sara wna ees | 
“ MARIANAS 
Ce Lexo font * emia) 
> ISLANDS 


SOUTH ee 
Be | 





oven 
haanel 

-Batan Is. 

2: Basu YAN Ip. 





* Meed.te Jé4pen) 





*GUAM 
.s.a 












Ip a) ; | 

steL_ew | e< : . ‘ 
vabav) r *- s 

IsLanps Canouine ISLANDS 


(Mandatory to Japan) 


G. 














Pa a 
“ 
eae | . fay 





Bannow 1 / Rex 











wouroe Newnned? 


th Sk os 






















Standard Map of The World | 
Copyright by Rand MY Nally & Company, Chicago. 


A _________. 


















4 





E 


ss . ey : . ' 
cone wie aan AS oe ao Chen un New Gaseren Page i %¥ i 
New leetayp i 
Bisuanc i | 
7 \ Vy A kA Be “te nes eset Peas, ~ ARCHIPELAGO] 1 
ae yaya seu i ? SE ka ke * as att dae ae siglo ul | ; 
. DUTCH jE AST, NITES Sage Nomen Sa es \ 
¥ M) | Buitais Se ‘ 
Ss AM. fist rea 25 SoLgmon E ea 
“ wy av v= i oA pees wih Me how “Ny > aN. laLanoe* | \ amas fs. 
Sy SAS esa “ Mapua 1st-ANDS i (Br) “ “ys 
aie | assigle Sh ee a an SEL Tora Senate ay >, Prinmperrag ‘W. me) | ak ; 
Chmistuas I. 3 rd SS, aust Tron pate. York Ia (Kearchies) | “te @_ Santa Crus ls. \ 
(Be re % x “ ~ Ce . 
} > er «yy TIMOR SEA FBO “weigh. seotem mF Con 4, %,,  “Kacuurarsco » | X\ 
| grr Spe Lentontersy 5 Darwin of ( , i waa ‘ R's * 
| a a mae New. <B4n«e ls. + Symon tees 
sd ww, iS ~ gar bet a ° ss RA prise a lL % ‘ r 
“mens Wseaihe te mil % hc oO A 
| | Broome “3 a a rt Burke SS Normanthn oe *Trecavsse Is. itomoest 
} MH one Fro? 


New 
North Wpst ( 5 GREAT SANOY DESERT Cloncurty 4 Sas CALRDON (Bry 
x ” no khampton_ (Fro Nohme 
const J eianacnicsaieae panne o]--------- = op pn = ---b <9 2 ~-| - 2__ Retin 
vey . » jews <% 
Cae NON GIBSON DESERT Se Lid Fiscaxo t 
% ¢ | r 
ston A TR A jd —— 
| Sd J qb Amati es! A \ _dprisbane : 
_* eraldte “Ei of Carwy ay p sel Sf Aipewich? 1. : 
| iBorte GREAT vicTORIADDESEAT Sy £ w §Grafton (A wereifan) 
———— aerd 
| teak =F roca | | b.fer 3. Beour : eS ent | wows 1 Kensaoec Is.¢ 
| Pert\on Ye - Kalgoorlie Pru, Gaird Broken 29 - | “= Fa Fort Lone — (New Zealand i 
} Fremantle Port. st Bull Le - =» a ! 
{ Ao “GREAT | > = SNewcastle 
Busselton pees AUSTRALIAN BIGH tgWentworth S ga F ! 
§ Leeuwin 4 y Lincol . s | Sydney North Cape ' 
| Altany —idelaia \ se SERRA e ' 
| as +9 UK ingston - P.M Koxclusho sian dt : } 
| | $ Melbourn jac “¢ East Ca 
| } ss larat? Cape Howe TAISMA *,. apt Cape | 
| : we , ww, * y mouth, NORTH ISLAND 
unceston | 
Section of Rand M¢Xally | | 























- 

. -s 
soo 

4 DATE LINE 


A 





MARSHALL 


“ISLANDS 
34 «(Maw 
ny te Japan. 


ae 


QUATOR 


INTERMATIO 


































N THE eyes of the Japanese industrial captains and their 
affiliated bankers, Australia and New Zealand present a picture 
of possibilities which primarily belong to the United States.” 


America’s 


Oceanic Banking Opportunity 


As Seen by K. KODAMA and Reported by KING HAMILTON GRAYSON 


MERICAN bankers who are in 

terested in the future potential 
earnings through foreign trade 
across the Pacific may appreciate the 
viewpoint expressed by K. Kodama, 
president of the Yokohama Specie 
Bank, Limited : 

‘In the eyes of the Japanese in- 
dustrial captains and their affiliated 
bankers, Australia and New Zealand 
present a picture of possibilities 
which primarily belong to the United 
States. While Japan, China and 
other Far-Eastern sections are en- 
joying a due share of the inter- 
national trade with Australia and 
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New Zealand, the Japanese are frank 
to admit that the country which has 
the greatest promise for intercourse 
of a satisfactory banking and com- 
mercial nature with Greater Oceania 
is the United States.’’ 

This of course, does not mean that 
Japan as a Nation, nor its bankers 
and industries will put forth any 
the less effort to secure a still greater 
share of the business with the con- 
tinents of the South Seas. Mr. 
Kodama’s remark merely points out 
that the potentialities of both Aus- 
tralia and New Zealand justify a 
closer bond of friendship and co- 


operation, and a greater study on 
the part of American bankers than 
is apparent to the Japanese at this 
time. 

There can be no question about 
the spirit of friendship evidenced by 
the Australians and New Zealanders 
towards the United States. This is 
not a mere theory but is based upon 
actual transactions which have been 
cleared through banking channels 
over a period of years. 

During the period of 1910 to 1914 
American bankers received an an- 
nual transfer from Australia $38,- 


(Continued ox page 66) 
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Leonard Matthews Celebrates 






His Hundredth Anniversary 


IONEER investment banker of St. Louis 

and the Southwest is probably the oldest 
living member of his profession. Autobiography, 
published for relatives and friends, describes 
adventurous and busy life. 





LEONARD MATTHEWS 


‘*] BELIEVE the most successful 
bankers are those whose psycho- 
logic instincts show them whom to 
trust, or otherwise. They get the 
business.” 


N December 17, 1928, Leonard 

Matthews, founder of the invest- 
ment house of Whitaker & Co., St. 
Louis, celebrated his hundredth 
birthday. 

Mr. Matthews was born in Balti- 
more and can well remember hear- 
ing of the Napoleonic Wars and the 
War of 1812 as recent events in the 
memory of his relatives. 

He is, in all probability, the 
world’s oldest living investment 
banker, and his autobiography, A 
Long Life In Review, written since 
his ninetieth year and published as 
part of his centenary celebration, is 
full of interest for the banker of 
today. 

In it he relates how he came west 
with other members of the family 
in 1842. They settled in northern 
Missouri, occupying a large house, 
‘‘hewn of walnut logs, which com- 
prised two stories and an attic.’’ 
The trip from Baltimore required 
more than two weeks, the journey 
being made via stage and steamboat. 
The gold rush to California in 
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By G. PRATHER KNAPP 


1849 carried Mr. Matthews with it. 
He joined a party from Missouri 
and with them he made his way to 
Sutters Creek. As a prospector, he 
sifted $2,500 in gold from the sand 
in six weeks time. With this gold, he 
went on to San Francisco where he be- 
came engaged in the mercantile busi- 
ness, but in this his only lasting gain 
was the experience. In 1851 he sailed 
to the Isthmus, crossed it overland, 
sailed again and landed in New York. 

After his return to St. Louis he 
joined his brothers in a retail drug 
partnership, which they later 
changed to wholesale only. The firm 
prospered and was finally sold to 
Meyer Brothers Drug Co. An in- 
teresting incident in connection with 
those times is told by Mr. Matthews: 
‘* At one time in 1864, one dollar in 
gold cost $2.84 in currency. 


Loaned Money To Competitors 

‘‘Before the fall of Richmond, 
many bought gold heavily, and others 
sold it ‘short.’ On the fall of the Con- 
federacy, thousands were broken up, 
as gold declined enormously, bring- 
ing about the celebrated Black Fri- 
day panic. We had $10,000 in gold 
before the collapse of the gold ring, 
and we buried it in the basement of 
our drug company.’’ 

He also relates ‘‘in those days of 
poor banking facilities, it was a com- 
mon custom for various firms to 
borrow from each other. Many times 
our competitors asked us if we had 
anything over. Our answer was ‘yes, 
how much do you need?’ ‘Say 
$5,000.’ On giving our check, we 
received a post dated check for like 
amount.”’ 


‘*In the latter part of 1869,’’ he 
writes, ‘‘I was going to the city on 
a Missouri Pacific train, with General 
A. G. Edwards, who was then Sub- 
Treasurer of the United States in 
St. Louis. I told him I had some 
idea of embarking in the real estate, 
banking or brokerage business. ‘Let 
us talk it over together,’ he said. 
“We both are well and favorably 
known.’ This resulted in the forma- 
tion of the firm of Edwards & 
Matthews on January 31, 1870. 


‘* At that time I was worth about 
$100,000. But we needed little 
money and could easily borrow it. 

‘‘Our business prospered and ex- 
panded slowly. In 1874 General 
Edwards retired from the firm. In 
the meantime, needing a clerk, at 
General Edwards’ suggestion, we en- 
gaged Edwards Whitaker, then a 
clerk in the Sub-Treasury, and be- 
fore the retirement of General 
Edwards we had taken Mr. Whitaker 
as a partner, giving him one-fifth 
of the profits of the business and, 
after the retirement of General 
Edwards; one-half. In 1874, on the 
retirement of General Edwards, the 
firm name was changed to Matthews 
& Whitaker.’’ 

The firm did considerable business 
in state, city and county bonds. It 
formed connections with a number 
of syndicates to finance the construc- 
tion of water and gas works in cities 
and towns of the middle west as well 
as financing states. In this connec- 
tion Mr. Matthews relates an inter- 
esting incident that shows how the 
firm, from its very start, was found- 


(Continued on page 57) 
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Bill Wilson’s Fourteen Points 


For The Guidance of Bank Executives in 
Charge of Advertising And New Business 


ILL WILSON is a fictittous name 

and so is Gibraltar National, but 
the man and the bank that have been 
so designated in the 11 articles pre- 
ceeding this one, are very real in- 
deed. 

Mr. Wilson is a vice president of 
the Gibraltar National Bank and a 
member of its managing committee as 
this is written. 

The author is a 
firm believer in the 
maxim that no man 
ean long hold a job 
as advertising man- 
ager of a bank. He 
may keep the title 
an indefinite number 
of years or it may 
change to ‘‘new busi- 
ness manager,’’ ‘‘as- 
sistant to the presi- 
dent,’’ ‘‘assistant 


By R. E. PORTER 


agement of a bank’s advertising and 
new business activities: 


1. Work Close to Your President 


No advertising department can be 
expected to function as a separate, 
water-tight compartment proceeding 
on its own steam and responsible 
for so much production of profit or 
service at the end of each year. This 


A 14-Point Program 
For A New Business Officer 


. Work close to your president. 
. Get the directors interested in new business. 

. “Sell” the bank to its owners—the stockholders. 
. Help the officers to make more and better con- 


may be possible, though it probably 
isn’t desirable, for a trust depart- 
ment, a safe deposit department or 
a bond department, but the adver-. 
tising and new business end of a 
bank is not a department in that 
sense of the word. 


It is, and always must be, a whole- 
bank proposition. As such, it be- 
longs under the executive fathership 
of the chief executive 
officer of the bank. 
The job of its man- 
ager is to work in 
close harmony with 
profit-producing de- 
partments, but he 
will néver demon- 
strate full efficiency 
unless control of him 
and responsibility for 
him is assumed by the 
chief executive officer 


eashier,’’ ‘‘ vice presi- of the bank. 
dent’’ or what not. ; : 
But sooner or later, 5. Give every employe a profit on new business. 2 Gee Riee 


the man in charge of 
advertising who has 
made good is found 
to be exercising ex- 
ecutive powers and 
swinging executive 
responsibilities of 
real vice presidential 
importance. Other- 
wise, (owing to his 
own limitations or 
those of his organiza- 
tion) he has degen- 
erated into a clerk or 
*‘gone the way of all 
flesh.’’ 

To conclude the 
series on how he broke 
into banking from an 
apprenticeship in the 
sales and advertising 
end of a manufactur- 
ing concern, Mr. Wil- 
son gives these four- 
teen points for man- 
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6. Keep stockholders, directors, officers and employes 
in some sort of touch with each other. 


7. Dress the bank as its own best advertisement. 


8. Adjust services and charges so that any and all 
business produced will be profitable. 


9. Keep customer records complete and up-to-date. 
Exhaust their possibilities before attacking outside lists. 


10. Know your neighbors and they’ll soon know you. 


11. Analyze all mailing lists, name by name. 


12. Decide on the people you want to impress; find 
the most economical way of impressing them, and 
appropriate accordingly. 

13. Make yours a distinctive, news-creating bank 
and you'll have no trouble in producing distinctive 
and newsy “copy.” 

14. Define your objectives, establish your policies, 
draw up your programs, plan ahead for each single 
effort—and hold a steady course. 





Interested in New 
Business 


A bank director is 
usually a heavy stock- 
holder, and even if he 
holds only one qual- 
ifying share, he has 
a deeply-seated inter- 
est in seeing his bank 
assume and hold a 
position of leadership. 
Where this interest 
is latent, you have 
only to show what 
the interested director 
did for the bank in 
its early years and 
what the aggressive 
director is doing for 
it now. The creation 
within the board of 
a new business com- 
mittee is a great help 
in this direction. 
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3. “Sell” The Bank to its 
Owners—the Stockholders 


The bank stockholder is, of course, 
justified in taking the position that 
its officers and employes are being 
paid to make profits on his invest- 
ment, but it is astonishing how 
ready stockholders are to say the 
right things to the 
right people, if they 


each other, as the real stoeck-in-trade 
of the bank. 


7. Dress The Bank as its Own 
Best Advertisement. 
This point ineludes a handsome, 
well-managed building, convenient 
customer arrangements, and result- 


records. Make them complete as each 
relation is opened and it will not be 
impossible to keep them fairly ac- 
curate as time goes on. 


10. Know Your Neighbors and 
They'll Soon Know You 


Bank service being so well stand- 
ardized, there is a 





know what to say and 
have an_ oceasional 
reminder as to when 
and where to say it. 


4. Help the Officers 
Make More and 
Better Contacts 


Acting as sales 
manager for men far 
older, far wiser, far 
abler and far better 
paid than himself, is 
the advertising and 
new business man- 
ager’s hardest job in 
a bank. Correspond- 
ingly, it is the best 








good deal of difficulty 
in getting a man or 
woman to do his bank- 
ing at an institution 
farther from his 
home or office than 
some other  institu- 
tion. By the same 
token, there is every 
reason why the big or 
little bank should 
have all the business 
of people who are 
nearer to it than to 
any other. 


11. Analyze all 
Mailing Lists, Name 
by Name 





and most productive 
work he ean possibly 
do. What is more, it 
is the best possible 
way to work toward an executive 
position for himself. 


5. Give every Employe a Profit 
on New Business 


Employe effort for new business 
is a good deal more than the cheap- 
est way to arrange for personal 
solicitation of small accounts. If 
that were the only reason for stim- 
ulating it, it would in some eases be 
best left unstimulated. Its most 
valuable products are its by-prod- 
ucts, which are: First, improved 
service to customers; second, im- 
proved morale in the entire force, 
and third and most important, dis- 
closure of potential officer material. 


6. Keep Stockholders, Directors, 
Officers and Employes in Some 
Sort of Touch with each Other 


Banking is essentially a business 
of personalities. Nobody needs to 
know the man who made his auto- 
mobile and the man who is making 
an automobile need know nothing 
about the man who is selling or 
financing his production. But the 
bank customer insists on knowing 
the people who serve him and the 
bank’s force should be helped to 
know each other, so that they can 
intelligently and efficiently ‘‘sell’’ 
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Point 12. 


them, and appropriate accordingly. 





getting window and lobby displays. 
But it goes deeper. It should in- 
elude every possible adjustment 
that will make your bank a more 
advertisable institution than its com- 
petitors. 


8. Adjust Services and Charges 
so that any and all Business 


Produced Will be Profitable. 


As long as your bank feels called 
upon to handle accounts at a loss or 
to perform services which cost more 
than the profit obtainable from the 
customers for whom they are per- 
formed, you can never be sure of 
efficient advertising or new business 
effort. You might as well blindfold 
yourself and expect to be paid for 
picking the fresh eggs out of an 
assorted barrel. 


9. Keep Customer Records 
Complete and up to Date. 
Exhaust Their Possibilities Before 
Attacking Outside Lists 


The modern bank is a department 
store of finance, but it cannot expect 
customers to go shopping through it, 
as women do in a department store. 
It must display its various lines and 
it must know when, why and before 
whom to display them. It cannot 
know this without complete customer 





Decide on the people you want to impress; 
find the most economical way of impressing 


It is a tough job 
to read every name 
in a mailing list. The 
sort of temperament 
that goes with a successful advertis- 
ing and new business producer makes 
it all the tougher. But it pays in 
two directions. You not only elim- 
inate wastes and increase results per 
dollar of direct mail cost. You also 
improve your own style in writing 
or approving booklets and letters, 
by getting a personal feeling about 
the people who are going to read 
them. 


12. Decide on the People You 

Want to Impress; Find the Most 

Economical Way of Impressing 
Them and Appropriate Accordingly 


More time than enough has been 
wasted already in trying to decide 
how much money per thousand dol- 
lars of capital, or deposits, or net 
profits, should be appropriated to 
advertising. A man who wants to 
make a speech might just as well 
count the hairs in his head before 
hiring a hall. Advertising should 
be based on the business you feel 
you can do, if you go after it prop- 
erly, not the business you are doing 
or the business you have done. When 
you make it clear to your executives 
that a certain amount of publicity 
will cost a certain amount of money, 
and that without this amount of 

(Continued on page 46) 
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Loan Administration 


Conversion of Funds 


— How to Analyze 


HE obtainment of a clear analysis of the loan situation is 
one of the most vital steps which a bank can take to safe- 
guard losses and maintain an adequate position of liquidity. 


N the article on loan administra- 

tion policies, which appeared in 
the November issue, it was shown 
that one of the prime functions of 
the loan administration was to con- 
vert deposits and invested capital 
funds into various classes of earn- 
ing assets of a nature and relation- 
ship to each other as to produce in- 
come rates commensurate with safety 
of principal and an ample liquidity 
position of the bank, in other words, 
manage the conversion for both 
liquidity and profits. 

Declining yields, and the lessons 
learned during the era of the exces- 
sive number of bank failures and the 
‘*frozen’’ condition of many other 
still-surviving banks, has taught 
bankers to more intensively study 
fund-conversion policies and methods 
and the ‘‘monied’’ position of these 
banks. Many are now studying the 
primary and secondary reserves and 
investment accounts with the object 
in mind of gradually placing their 
institutions on a sounder basis of 
financial position. 

What the standards of liquidity 
should be, vary with local conditions 
and the nature of the deposit and 
loan business in each particular bank, 


but the following illustration in- 


dicates the type of set-up to be made 
as a goal to work towards. Actual 
ratios for each bank vary according 
to seasonal fluctuations of various 
classes of deposits, local loan de- 
mands, the size of deposit and loan 
accounts, the security market and 
many other detailed factors. 

The illustration presented is of a 
typical country bank, whose deposits 
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By H. N. STRONCK 


Senior Partner, H. N. Stronck & Company 
Consultants to Banks and Bankers 


This is one of a series on 
bank administration. 
The first seven basic 
articles are now available 
in booklet form at $1. 
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COST ~ FUNDS 

IN AVERAGES FOR YEARS: 923-27 
LEGEND 

1-BORROWED MONEY 4-TOTAL DEPOSITS 


2-C. D's & SAVINGS 5-TOTAL FUNDS 
S-DUB TO BARKS 6-INDIVIDUAL DEPOSITS 


INCOME, RATES 
FROM ASSETS 


EQUITY 4-TOTAL ASSETS © 
@ DISCOUNTS 5-CASH & DUE PRON BANKS 
TI 





are about divided equally between 
time and demand, whose chief fluc- 
tuations are in public fund deposits 
and about one-half of its local loan 
demand is for agricultural purposes, 
i. e. farming and live-stock. 


Percent of 
working 
resources 

Cash items ........ 7 10.1 
Percent of 
loans & 
Discounts 
Loans & discounts 
1. Call money, com- 
mercial paper, 
bankers’ accept- 
SO cscs code 5.3 
2. Prime first mort- 
MONG cet ca ets 25.0 
3. Local loans—agri- 
cultural 2.5.3. Se.e 
4. Loeal loans— 
CONOR ids ec weas 32.0 
100.0 548 


Bonds & securities 
1. ‘‘Seecondary Percent of 


reserve’’ secondary 
reserve 
a. ‘‘Free’’ U.S. gov- 
ernment ....... 29.5 


b. State & municipal 15.0 
e. Publie utility... 16.8 
d. Rails & equipment 


RU sxakcdicncs 19.0 
e. Industrial ...... 12.7 
5. PORN «acces 7.0 


100.0 21.0 
2. General investment 
DES is wiicd nd cecwes 10.2 


J a a ae 3.9 
—_—e 
(Continued on page 38) 100.0 
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By 
C.E. LITTLEJOHN 


HAT makes a bank 


grow? 
Sometimes it is one 
thing. Sometimes it is 


another. Sometimes it 
is a combination of sev- 
eral. 

In studying the his- 
tory of the Park Ridge 
State Bank of Park 
Ridge, Ill., it is apparent 
that the chief cause of 
growth is ‘‘the will to 
grow’’ developed in all 
those concerned with the bank’s wel- 
fare. 

This determination for the bank 
to grow larger, and become more use- 
ful to the community, and more 
profitable to its owners, has resulted 
in everyone connected with it be- 
coming a salesman for the institu- 
tion. Naturally, the bank has become 
known as a progressive institution. 

In 1923, the total resources of 
this bank were $879,420. By January, 
1928, this had grown to $1,935,170 
and during the next six months the 
total resources grew to $2,501,820. 
Thus the bank shows a gain of $1,- 
622,400 in five years, and a gain of 
over half a million dollars—$566,650 
—in the last six months. 

Just what is it which has oceurred 
during the last five years as the re- 


1923 
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1928 (January) - 
1928 (July) - - 





$ 879,420 
$1,935,170 
$2,501,820 





sult of this determination to grow? 

In the first place, M. C. Appelt, 
president, has developed the habit of 
new business solicitation in all em- 
ployes. This has been done by keep- 
ing the subject constantly before 
every one in the bank. Frequently, 
contests have been held, with prizes 
for the most successful solicitor. But 
these, in themselves, have not been 
quite so important as the constant 
diseussion of the subject in brief 
meetings held after banking hours. 

Employes have been taught to 
think intelligently about the affairs 
of all who come to the window. They 
are taught to suggest an additional 
account or additional service that the 
bank might render because of some 
window transaction. 

The employes have been taught 


HE very at- 

mosphere of 
the Park Ridge 
State Bank is 
charged with the 
determination to 
grow, and the 
bank is increasing 
its deposits 
rapidly. 


that it is just as much 
a part of their duty to 
on the lookout for 


Growth In Total Resources | po3n i ee iene 


from the bank’s serv- 
ices outside of hours as 
well as in the bank. 

Stockholders and di- 
rectors have been asked 
to help the bank grow 
and the subject has been 
kept constantly before 
them. Perhaps one of 
the most important ele- 
ments in developing the habit among 
directors, is the directors report 
which the president supplies for each 
director at each board meeting. 
This report is most complete and un- 
usually clear. There is hardly any 
question that directors need to ask 
after looking over these carefully- 
tabulated reports. 

President Appelt has worked out 
a report form which makes it easy 
to include everything in the report 
and avoid having any important item 
overlooked. This report is so de- 
signed that the growth of the bank 
stands out clearly. No director can 
look over this form without being 
impressed with the difference in total 
resources and deposits compared to 
the last report. The comparison is set 
out prominently on the sheet pur- 


27 





% 
pt 


ce 


a ee 


posely to keep the directors interest- 
ed in the bank’s development. 
In the course of the last five years, 


new banking quarters have been 
built. In selecting the site and in 
erecting the building, convenience 
and attractiveness governed the plan- 
ning. 

The site was selected in a part of 
town that is more centrally located 
than any other business 
house. It so happens 
that Park Ridge is de- 
veloping a new business 
center and the bank is 
located convenient to 
both the old center and 
the new one. Further- 
more, it is located at a 
point convenient to all 
residential sections and 
on a main highway, at 
a corner where six streets 
come together. 

All departments are 
only a short distance 
from the entrance, the 
eages being located on 
both sides of the lobby 
and the large safe de- 
posit vault being direct- 
ly at the opposite end 
of the lobby. The of- 
ficers’ desks are at the 
right and left of the en- 
trance. Customers’ 
counters and seats are 
placed in the lobby, and 
the whole atmosphere of 
the building is one of 
cordiality. 

Huge windows pro- 
vide plenty of light and, 
being located on a triangular lot be- 
tween two streets, this means light 
from both sides of the banking room. 
Adequate indirect lighting makes the 
room attractive in the evenings when 
the bank is open. 

The exterior of the building is 
made of Indiana limestone and is 
very beautiful. It is simple in de- 
sign but effective. The high-arched 
windows are the principal architee- 
tural feature of the exterior. With- 
out a doubt, the Park Ridge State 
Bank building is the most prominent 
building in the entire city, and this, 
of course, has a marked influence 
upon the development of its deposits. 

As a means of getting more people 
in touch with the bank, savings clubs 
of various sorts have been promoted. 
Usually at the opening of a savings 
club, a contest encourages the em- 
ployes to start the club off with a 
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good list of depositors. By watch- 
ing these smaller accounts and get- 
ting acquainted with the depositors, 
many more-profitable accounts are 
discovered and secured. 

Possibly one of the most important 
things that has been done in recent 
months, has been the addition of 
directors with influence and sales 
ability. 


6 Elements 
In The Program 
of Growth 


1. The habit of new business solicitation 
was developed in all employes. 


2. Stockholders and directors were asked 
to help the bank grow. 


3. More convenient and pleasant bank- 
ing quarters were provided. 


4, Savings clubs were promoted. 


5. New directors with influence and sales 
ability were added. 


6. The bank was popularized. 
7. A trust department was added. 


8. A real estate loan department was 
added. 


Most banks of this 
size cannot afford to 
employ more than 
one or two officers 
who have the ability, 
influence and stand- 
ing in the commu- 
nity to really secure 
the larger and more- 
important accounts. 


Consequently, it is PRESIDENT Appelt rendering 
smiling service to a customer. 


even more impor- 
tant for a small bank 
to have the very best of directors 
than it is for a larger bank. 

With this in mind, several new 
directors were added. These were 
carefully selected because of their 
rather wide and varied business in- 
terests, their influence with the ex- 
ecutives of a number of business in- 
stitutions that were not dealing with 
the bank, and their energy and sell- 





ing instinct as previously shown. 

It must be recognized in banking, 
the same as in any business, that it 
requires natural sales ability to make 
the business grow. 

Then too, one salesman can do a 
certain amount of work, but four or 
five salesmen can do a great deal 
more. The bank cannot always em- 
ploy salesmen as such, but it can 
secure the services of 
directors who can often 
do even more than a paid 
salesman, and their serv- 
ices, after all, are very 
inexpensive to the bank. 

The Park Ridge State 
Bank has been popular- 
ized in several ways. 
The addition of impor- 
tant men to the director- 
ate has helped, of course, 
but to popularize the 
bank to the rank and file 
of citizens is a different 
matter and requires its 
own method. 


Floodlights Popularize 
The Bank 


This bank chose to 
popularize itself through 
its new building, and 
this was rather easily 
done by the use of flood- 
lights. 

Inasmuch as the build- 
ing stands out on the 
most prominent corner 
of the town, and 
faces on six prom- 
inent streets, one 
of which is the 
main highway, 
floodlighting the 
building draws a 
great deal of at- 
tention to it. 


Since the bank 
is made of In- 
diana limestone, 
the  floodlights 
give a very beau- 
tiful effect. The 
lights are located 
on the posts that 
support the street lamps and are sc 
carefully focused and so accurately 
placed that they make an even illu- 
mination over the entire exterior. 
There are no shadows anywhere and 
no apparent variation in the light 
intensity. From a distance, the 
building stands out as a beautiful 
high-light in the night picture and, 


. (Continued on page 40) 


BANKERS MONTHLY JANUARY 1929 








id 








How do you 


TREAT YOUR 
EMPLOYES? 


Do You 


1. Train them for ad- 
vancement? : 

2. Maintain clubs and a 
clubroom? 

3. Provide an eating 
place? 

4. Foster athletic con- 
tests? 

5. Sponsor social func- 
tions? 

6. Acquaint them with 
news of the bank? 

7. Encourage additional 
education? 


ELATIONS between the bank 
and its personnel are made more 
cordial by our policy of encouraging 
social and athletic activities and pro- 
viding economic assistance as de- 
scribed in this article. By these means 
we are able to maintain a friendly 
contact with our staff which the size 
of the First National would other- 
wise make impossible. 

We have always tried to make our 
employes feel they are working with 
the bank as well as for it. 

In the first place, we hire young 
people from high school or college 
when possible, train them ourselves, 
and, as they prove their abilities, ad- 
vance them in the organization. The 
knowledge that two out of three of 
the present officers ‘‘grew up’’ with 
the bank is an incentive for those 
starting at the bottom now;* they 
know they have the same opportuni- 
ties ahead of them, and thus labor 
turnover is reduced. 

While this system of employing 
untrained help has its disadvantages, 
we believe the merits justify its con- 
tinuation. Some, drawn by the 


*Note: THE BANKERS MONTHLY conducted a 
survey to see how many chief executives grew 
up in the bank they now manage and the re 
sult was printed in July 1928 under the title 
“Opportunity—You'll Find It in Banking.” 
é —o number get all their experience in one 
ank. 
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Happiness 


An Essential to 





Increased Profits 


By G. G. SCHNEIDLER, 


Chief Clerk, The First National Bank of Minneapolis 


This bank finds that an active interest in the 
welfare of its employes results in concerted 
effort toward promotion and production, and 
general contentment with the environment. 


glamour of the name ‘‘Bank,’’ but 
ignorant of the machinery and hard 
work which make the marble floors 
and mahogany desks possible, drop 
out. The majority however stay and 
are promoted as they deserve it. 


Cafeteria And Club Rooms 
Provided 


Since the bank went into its pres- 
ent building in 1915, it has main- 
tained a cafeteria for the employes 
where a noon luncheon is served at 
eost. For 25 cents—payable in 
tokens which may be charged against 


the next pay envelope—a meal is 
served consisting of meat, potatoes, 
bread and butter, a beverage, and 
dessert. The popularity of the cafe 
is shown by the fact that 75% of 
the force patronize it. 

After eating, the employes may 
rest in one of the club rooms where 
popular magazines, a piano, and 
checker boards are provided. The 
First National Bank checker club is 
usually represented at state tourna- 
ments and acquits itself very credit- 
ably. The bridge club, too, is very 


popular with the staff. 





Having defeated all competitors in their own region, the girls’ team journeyed to 
Edmonton, Alberta to play the Edmonton Olympic Champions. These girls are 
good workers as well as good basket ball players. 
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We have always: backed athletics 
strongly — baseball in spring and 


summer, basketball and bowling in 
winter. Both the men’s and girls’ 


basketball teams have been very sue- 


cessful. The men’s team won the 
championship of the bank league 


last season and the girls, having de- 
feated all competitors in their own 
region, journeyed to Edmonton, Al- 
berta, last December to play the Ed- 
monton Olympic champions. 

Seniority determines the vacation 
dates each vear; those who are long- 
est in a department having first 
choice. 


Social Functions For All 


A pienic is held every summer for 
the employes, their wives, husbands, 
children, and sweethearts, at which 
they may get acquainted with their 
co-workers outside of business hours. 
The atmosphere of the bank seems 
more friendly after these outings; 
the people in the different depart- 
ments have an opportunity to really 
become acquainted. 

The officers of the bank give a 
dinner every year as a Christmas 
present to the employes. Turkey 
with all the trimminys is served, an 
orchestra plays, and those who wish 
may dance. The dancing is con- 
tinued after working hours in the 
club rooms, sending the employes 
home from the bank to their own 
Christmas celebrations with the 
Christmas spirit already cheering 
them. 


We do not feel that we can stress 
the **get-together’’ spirit too strong- 
ly. People who are congenial, who 
meet each other in any of the various 
forms of sport or recreation outside 
of business hours, usually work to- 
gether more efficiently during the 
day; they learn cooperation. Mem- 
bers of the force publish a bulletin 
three times a week of the events go- 
ing on within the bank which are of 
interest to the staff, comprising news 
of athletic events, of people in the 
organization and what they are do- 
ing, and of business deals sponsored 
by the bank. 


Study And Thrift Promoted 


Messengers and pages starting 
with the bank are requested to take 
a course in elementary banking and 
machine-operation the first year; 
cirls are advised to also study 
typing. We do whatever we can to 
encourage employes to finish, or con- 
tinue, their educations. In instances 
where an employe has not finished 
high sehool or college, we endeavor 
to give him part-time or summer- 
vacation work to assist him through 
school. In hiring new employes, we 
try to select young people who not 
only are coneerned with the work 
they are to do in the present, but 
who have the desire and the ability 
to learn and to grow with the organ- 
ization in the future. 

However, in addition to the em- 
phasis we place upon social and edu- 
cational activities, we try to give 
those of the personnel economic at- 





We have always backed athletics strongly. 
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The health in this team shows that it pays 





tention as well. Our employes’ say- 
ings association, our retirement fund, 
and our death benefit fund are all 
endorsed enthusiastically by the 
staff. 

The employes’ savings club has 
been in existence since the bank was 
organized. It is, in fact, a small 
bank in itself. Any employe of the 
First National and its affiliated or- 
ganizations may deposit as much of 
his salary each month as he desires 
with the treasurer, provided it is 
not less than $5, or $2.50 if he has 
been with the bank for two years. 

On 30-day notice he may withdraw 
$25 or more. Membership ceases if 
the employe leaves the bank. Ab- 
solutely no charge is made for the 
eost of carrying the account. All 
interest received from investments 
made with the money is paid to the 
employes as interest on their indi- 
vidual accounts. Thus the depositors 
have the high interest rate received 
from good bonds, and, in addition, 
the surety and handiness of a bank 
account. The rate paid is much 
higher than the usual rate paid on 
savings. 


The Death Benefit Fund 


The death benefit fund is reduced 
to its simplest form; those who hold 
the insurance are protected to the 
amount of $500, payable to any 
beneficiary they designate. Member- 
ship in the fund is compulsory for 
all employes who are able to pass 
the medical examination, except of- 
ficers, and ceases when subscribers to 
the fund leave tthe bank or become 
pensioners under the retirement 
fund. 

An assessment ranging from 75 
cents to $3 is levied at the time the 
employe joins’ the association. 
Further assessments are made only 
when the fund is dangerously low. 
Due to the restrictions placed upon 
membership, the death rate is very 
low. It has never been necessary to 
levy more than one assessment a year, 
and even that has been waived when 
the trustees of the fund believed 
there was enough money in the 
treasury to make the annual levy 
unnecessary. 





A careless action that loses a friend 
for your bank will not bring a new 
friend to take his place. 


Every job well done should be an 
inspiration for doing another job 
well. 
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Boys and Girls Clubs 


Triumph At International 


This was certainly the children’s 
year at the great livestock show 


OR the first time in the 

history of the Inter- 
national Livestock Expo- 
sition, which is held in 
Chicago each year in De- 
cember, a member of one 
of the boys and girls 
elubs won the highest 
possible honor available 
to any exhibitor. 

The highest honor is 
the raising of the Grand 
Champion Steer and a 12- 
year-old boy, Clarence 
Goecke of State Center, 
lowa, won the prize on a 


Hereford ealf. € 


Those who attended the 
show this year and 
watched the many boys 
and girls who exhibited 
livestock in the ring, were cer- 
tainly impressed with the fact 
that the boys and girls have de- 
veloped into real livestock 
raisers. For example: One 
afternoon, a tiny child not more 
than six years old, bare-headed 
and bare-legged, drove a lively 
pony in competition with many 
older persons, and won first 
prize. A few minutes later he 
rode a Shetland into the ring 
and won first prize again. It 
was not so much the winning 
of the prizes that attracted the 
crowd, as it was the masterful 
way in which this tiny tot con- 
trolled the pony. 

An interesting side light of 
the banking end of the club 
work of Clarence Goecke is to 
be had in a letter from F. L. 
Dobbin, president of the First 
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LARENCE GOECKE, Dick, and Emma Goecke, Clarence’s 

sister who persuaded him to enter club work. Dick is the 
calf, raised and shown by Clarence, which won the highest 
honors at the 1928 show and sold for $8,050. 


Highlights of Club Work 


Clarence’s father gave him a calf 
which the boy fed and exhibited 
successfully. With the prize money, 
Clarence bought other calves which 
he exhibited locally, winning over 
$1,000 in prizes. 

Leaving $1,000 in his savings ac- 
count at the First National Bank of 
State Center, Iowa, he took two 
calves to the World’s largest fat 
stock show. 

He won $1,060 more in prizes. 

One calf, “Dick”, won the Grand 
Championship over all breeds, grades, 
and crosses. 

Dick was sold at $7 a pound, the 
highest price ever paid for live beef. 


National Bank of State 
Center, Iowa, which we 
quote as follows: 

‘‘The great triumph of 
Clarence Goecke at the 
International Livestock 
Show is a matter of much 
satisfaction to us and to 
our community. 

‘“‘The eredit’ belongs 
principally to himself. 
His accomplishment, we 
believe, was the result of 
his honest, painstaking en- 
deavor and good judg- 
ment, characteristic of the 
family from which .he 
comes. Important also, is 
the inspiration he received 
from the Club work pro- 
moted by Harley Walker, 
county farm bureau agent and 
W. A. Buchanan, his predeces- 
sor in the office. 

‘* We feel highly honored that 
Clarence should have favored 
us with the custody of his win- 
nings in this great contest as he 
has heretofore in lesser ones. I 
think we never received a de- 
posit with more pleasure than 
this one. He has had an ac- 
count in our savings depart- 
ment for several years and 
since his first venture in club 
work, which was_ probably 
financed by his father, he has 
been able to handle his opera- 
tions out of his own resources.’’ 

This is a practical illustration 
that boys and girls clubs need 
not constitute a drain upon the 
eredit or time of local bankers. 


Where the county agent is 
(Continued on page 44) 
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Get in touch with a Shaw-Walker 
Bank Specialist today. He can help 
you work out your system and 
equipment problems. . . Write for 
free book, ‘‘Modern Bank Operat- 
ing Methods,” a new and authori- 
tative treatise on bank equipment. 
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First National Bank of Chicago Becomes 


HE consolidation of The First National Bank 
of Chicago and the Union Trust Company of 
Chicago, gives this Mid-Western financial center 
two of the three largest banks outside of New York 


RANK O. WETMORE and Fred- 

erick H. Rawson, will be joint 
chairmen of the board of the First 
National Bank of Chicago when its 
consolidation with the Union Trust 
Co., authorized by directors, and 
soon to be approved by stockholders 
goes into effect. This will give the 
First National Bank and its affiliated 
state bank (which will be known as 
The First Union Trust & Savings 
Bank) the third largest total re- 
sources of any bank in America out- 
side of New York. 

The consolidation has been made 
because of the growth of industry 
and trade of the central states. The 
rapid integration of business into 
larger units of control necessitates 
larger banks and financial services 
on a larger scale. 

The consolidation of these two 
Chieago banks is logical for both of 
them have been especially successful 








F. 0. WETMORE 


Joint Chairman, First National 
Bank, Chicago 





MELVIN A. TRAYLOR 
Pres., First National Bank, Chicago 


in serving business with a technical 
understanding. 

The First National, as is well 
known, has been organized on the 
divisional system by which service 
of a specialized nature is rendered 
to industry. Each vice president is 
assigned to certain industries and he 
makes it his business to know those 
industries. 

The Union Trust Co., while being 
organized in a little different way, 
still has specialized in educating its 
staff to the details of various indus- 
tries, accepting accounts from those 
concerns whose operations the staff 
thoroughly understands. 

Because of this likeness in policy 
it is logical to expect that the First 
National Bank of Chicago will help 
middle west industries to grow even 
faster than in the past. 


The First National Bank was espe- 
cially well prepared to handle this 
new consolidation. During the past 
year or more, it has enlarged its 
building to such an extent that it 
has plenty of room for the additional 
officers and adequate space for han- 
dling more customers without incon- 
veniencing any of them. This new 
building now fronts on three streets 
and is an entire block long. Several 
floors are occupied by the bank and 
many other floors are available when 
space is needed. The improvements 
in the building consisted of building 
one new building and combining this 
with two old ones. 

Melvin Traylor will continue as 
president of The First National Bank 
and H. A. Wheeler, who has been 
president of the Union Trust Co. 
will become vice chairman of the 
board. Craig B. Hazelwood, presi- 

(Continued on page 43) 





F. H. RAWSON 
Joint Chairman, First National 
Bank, Chicago 
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Country's Third Largest Bank 


Outside of New York 


i 


q 


The life that checks lead demanded 
THIS ENTIRELY NEW KIND OF CHECK PAPER 


The first 


ever devised expressly for check purposes 


RDINARY paper cannot serve for bank-notes, for 
they must resist vigorous use, countless creasings 
and crumplings, years of handling. The Goverment 
had to develop a special kind of paper expressly for 
manufacturing money. 
No more should ordinar v papers be used for checks, 
which are also crushed, folded and crumpled as they 
pass through many hands, For this very important 


business need The Todd Company has developed a 
new kind of paper—one highly specialized to meet the 
particular demands made upon checks. 

The continued expansion in the use of checks, sub- 
jecting them to wider circulation and multiplied han- 
dling, has emphasized the need for a stronger, more 
durable, more lasting check paper. The average check 
nowadays travels through seventeen pairs of hands. 


Today the requirements of an ideal check paper have become: 


Foldability. The new Super-Safety 
Paper has extraordinary ability to 
resist sharp folding without weak- 
ening. Endurance of this sort is 
five times, or more, greater than 
that of the usual check paper 
Here is a check paper that will 
remain crisp and fresh through 

the hardest service. 


Long life —the lack of any ten- 
dency to become brittle with age. 
The new Super-Safety Paper has 
at least seven times the life of 
ordinary check paper. Its tough, 
strong character is immune to any 
change for years and years. Checks 
written on this paper become per- 

manent, usable records, 





Low cost—This fine new paper costs 
no more than the moderately priced 
Super-Safety Paper it supersedes. 

The Todd Company has exclusive 
control of the new Super-Safety Check 
Paper. This, the first real check paper, 
cannot be duplicated by anyone else in 
the world. Nearly two million dollars and 
four years have already been devoted to 
research and laboratory work developing 
this exclusive new paper. The complete process of manu- 
facture is known only to one man. 

There is more distinction than ever for the bank that 
issues to its depositors these new, exclusive, moderately 
priced Super-Safety Checks. Their handsome colors; their 
attractive crispness; their delightful, velvety writing sur- 
face—these are in themselves qualities that impress pro- 
spective depositors in your bank. And there is, too, the 
important service of protection Super-Safety Checks ren- 
der by exposing an attempt at erasure. Never sold in 





Good writing surface. Ink “takes” 
readily on the smooth, easy-writ- 
ing surface of these handsome 
checks, but does not spread later- 
ally. Practically no blotting is 
required. Writing is exceptionally 
clear. Because of less sizing and 
long fiber, erasure is very difficult 

and is self-exposing. 


Strength — resistance to wear, 
tearing, fraying or_ mutilation, 
without increased weight. 


The microphotograph shows the 
very long fiber and little sizing 
that give it intrinsic resistance 
against destruction, without 
brittleness or bulk. 





blank. Every Super-Safety Check is 
registered as the Government registers 
bank-note paper. 

Every bank will be interested in this 
new Super-Safety Paper — the first 
genuine check paper. The moderate cost 
is an agreeable surprise. All standard 
check forms are available in a choice of 
six colors. Let us send you samples and a 
price list. Return the coupon to the near- 
est office. Bankers’ Supply Division, The Todd Company, 
Rochester, Chicago, New York, St. Paul, Denver, Dallas. 


————————— 


Bankers’ 6s Division, THE TODD COMPANY, 1137 University ‘ie, 
Rochester, N State and 60th Sts., Chicago, Ill.; 33 Thirty-fourth St., 
Brooklyn, N. Y.; 1200 Lawrence St., Denver, Col.; 2021 Jackson St., Dallas, 
Texas. Chidvers nearest office.) 


Send me more information about Super-Safety Checks made of the new 


Super-Safety Paper. 
Name of Bank 


Name of Officer _ 





Street. = Town_ 
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Your Liability on Checks 


HREE eases in which banks have been in 





doubt as to the liability of their actions. 
Legal opinion on these points is given 


Right to Possession of Paid 
Checks 
 aeecmeamensgtie became involved in 

a lawsuit with a wholesale firm, 
and during the progress of the trial 
desired to introduce a certain check 
in the sum of $300, which he had 
paid the wholesale firm a few days 
before. The merchant sent a clerk 
to his bank who demanded this paid 
check. A clerk in the bank took the 
check from ‘the files, but, in accord- 
ance with a rule of the bank, de- 
clined to deliver it unless the mer- 
chant’s clerk signed receipt therefor. 
The latter refused to sign the receipt, 
and returned to his employer with- 
out the check. The merchant lost the 
lawsuit he was engaged in, and 
blamed the bank for his defeat, 
claiming that it violated his rights 
in refusing to deliver the check when 
requested to do so. Was the bank 
wrong in its attitude? 

A. No. Paid checks constitute 
vouchers and are the best evidence of 
payment. A bank is, therefore, en- 
titled to the possession of such vouch- 
ers, and is quite within its rights in 
declining to surrender them in the 
absence of a signed receipt by the 
eustomer. In this particular case it 
seems probable that had the bank 
surrendered the paid check it would 
not have incurred any risk, since the 
customer desired to introduce it in ev- 
idence, and such introduction would 
have established the payment of the 
check by the bank. However, this 
does not alter the fact that the rule 
of the bank requiring a customer to 
receipt for paid checks is reasonable, 
and a proper rule for any bank to 
enforce. The customer is entirely 
mistaken in his assumption that the 
bank violated any right of his as a 
depositor in declining to surrender 
the check until a receipt had been 
signed for it. 


Delivery of Paid Vouchers 


Q. By custom, a bank delivers 
paid vouchers, accompanied by a 
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statement, to its customers at the 
close of each month’s business. It 
has never required a receipt for these 
vouchers, and they are frequently 
delivered to clerks, stenographers, or 
other employes of customers upon 
request. A customer sent his book- 
keeper to the bank to get his paid 
vouchers for a certain month. About 
an hour later, the customer informed 
the bank that a mistake had been 
made, and that he was charged with 
a check in the sum of $65 on his state- 
ment which he had never drawn nor 
had it been returned to him as a 
paid voucher. The bank is quite cer- 
tain that it paid the check, and that 
it was returned to the bookkeeper 
with the customer’s other checks. 
What are the rights of the parties in 
this situation ? 

A. The facts detailed in the fore- 
going question strikingly illustrate 
the possible danger to a bank in part- 
ing with paid vouchers, in the ab- 
sence of a receipt. It is possible that 
the bank may defeat the claim of the 
customer by its book evidence, or 
perhaps by the testimony of the 
payee of the check, if by chance it 
has access to the latter. But, in any 
event, the question raised will be one 
for a jury if it gets into court, and 
the outcome will turn on whether it 
credits the evidence of the bank or 
of the customer. 


Acceptance of Check by Wire 


Q. A customer of a bank one J. B. 
went to a distant state with the ob- 
ject of buying a farm, and at this 
time he had on deposit, subject to 
check, about $2,000. Following this, 
the bank received a wire from a real 
estate firm in the state where the cus- 
tomer had gone asking: ‘‘Is check 
in the sum of $1,000 on you signed 
by J. B. good? The bank looked up 
J. B.’s aecount, and wired back. 
‘* J. B.’s check is good for the amount 
named.’’ Three days later this check 


was presented, but in the meantime 
other checks of J. B. had been paid 
and his account exhausted. The real 
estate firm now seeks to hold the 
bank liable, claiming that its wire 
constituted an acceptance of the 
check it held. Is the bank liable? 

A. The general rule seems to be 
that before a bank will be deemed 
to have accepted a check its state- 
ment must be an unambiguous and 
unequivocal ‘‘we will pay.’’ Meas- 
ured by this rule, the question asked 
the bank and its reply fall short of 
an acceptance that would bind the 
bank. It will be observed that the 
question merely asks if the check is 
good, and the bank’s reply, while 
strictly responsive to the inquiry, 
does not contain a promise to pay or 
words of acceptance. The bank was 
obviously answering the question in 
the light of its customer’s account at 
that time, and did not obligate itself 
to pay the check sometime in the 
future by the answer it gave. 


Standard Publishing Corp. 
Opens Bank Service Division 


The opening of a new bank service divi- 
sion to offer both the large and small banks 
of the country a more complete service for 
Christmas Savings Clubs, newspaper and 
direct-mail advertising and other publicity 
covering every department of banking, is 
a new development of the Standard Pub- 
lishing Corp. of Chicago and New York. 

Standard Publishing Corporation owns 
and oceupies a five-story building at 222 
East Superior St., Chicago, and also main- 
tains on office occupying the entire 11th 
floor of the building at 681 Fifth Avenue, 
New York. The company has its own en- 
graving, printing and mat making plants 
and employs a staff of 190 people, all en- 
gaged in the production and distribution of 
advertising and sales promotion services 
and publications. 

Its new bank service division will be in 
charge of Lawrence P. Woodward, formerly 
vice president of the Bankers Publicity 
Company, of St. Louis, Missouri. New 
Christmas Savings Clubs plans and a new 
and unusual newspaper advertising service 
will be available to banks on February 1. 
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In many of America’s 
greatest banks © 


National Posting Machines are 
providing a new protection 











In the savings departments of many of the most prominent banks 
in the country, both depositor and bank are getting a new service and 
protection with National Posting Machines. Following are a few of 
the many who have chosen this new system which eliminates the 
weaknesses of pen and ink posting: 


Anglo-California Trust Co., San 
Francisco, Calif. 


Bank of Nova Scotia, Montreal, 
Que., Canada. 


Federal-American National Bank, 
Washington, D. C. 


Harris Trust Co., Chicago, III. 
Northern Trust Co., Chicago, Ill. 
Equitable Trust Co., Baltimore, Md. 


Atlantic National Bank, Boston, 
Mass. 
First National Bank, Boston, Mass. 


First National Bank, Kansas City, 
Mo. E 
Marine Trust Co., Buffalo, N. Y. 


Broad & Market National Bank, 
Newark, N. J. 

National Bank of Niagara & Trust 
Co., Niagara Falls, N. Y. 

Dayton Savings & Trust Co., Day- 
ton, Ohio. 

Provident Savings Bank & Trust 
Co., Cincinnati, Ohio. 

Frankford Trust Co., Philadelphia, 
Pa. 

Guarantee Trust & Safe Deposit 
Co., Philadelphia, Pa. 

National Copper Bank, Salt Lake 
City, Utah. 

First Wisconsin National Bank, 
Milwaukee, Wis. 


For detailed information on this new machine write or wire the 
Accounting Machine Division, The National Cash Register Company. 


THE NATIONAL POSTING MACHINE 
Product of The National Cash Register Company 
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Conversion of Funds 
(Continued from page 25) 

A study of the trend of the in- 
terest-paid ratio is of vital impor- 
tance. The interest-paid ratio is the 
per cent of interest paid to deposi- 
tors to interest and discount re- 
ceived. As this ratio increases, the 
gross profit on funds decreases. That 
this gross profit on funds is declin- 
ing is witnessed by the fact that the 
average interest-paid ratio of all na- 
tional banks increased from 26.5% 
in 1921 to 38% in 1927. In some 
banking areas, the increase has been 
far greater. The ideal situation 
would be a stabilized interest-paid 
ratio, that is, interest paid on de- 
posit rates to fluctuate with income 
rates on earning assets, but interest 
payments on demand deposits have 
been going upward, whereas income 
rates on earning assets have beer 
downward. 

The accompanying chart reflects 
the trend of cost of various classes 
of funds and the income rates on 
various classes of earning assets into 
which these funds were converted. 


An Analysis of 


Loan Size 
Percent 
No. of of group 
lines Dollars loans 
INDIVIDUAL 
Unsecured ......... 112 $ 83,500 15.8 
Ee 81 62,100 11.9 


Secured by marketable 
collateral ......... 73 114,300 21.7 
Secured by local 








collateral ........ 118 172,500 32.8 
Secured by real estate 62 93,200 17.8 
446 $525,600 100.0 


Percent of local loans 19.2% 


FARMERS 





WMNONIER 2.0 cscs 18 $ 38,500 6.9 
er eee 12 22,800 4.1 

Secured by chattel 
MBOTIGOGS ..2 2002. 142 278,300 50.2 
Secured by real estate 72 214,400 38.8 
244 $554,000 100.0 


Percent of local loans 20.1% 








LIVE STOCK 
eee 7 $ 83,500 18.7 
MaGeoraced ...cccssce 3 27,200 6.2 
Secured by chattel mtg. 62 218,700 49.2 
Secured by real estate 
& chattel mtg. .... 31 114,900 25.9 
103 $444,300 100.0 
Percent of local loans 16.3% 
RETAIL STORES 
Unsecured ......... 12 $ 67,800 30.1 
a. ee eee 4 23,200 10.3 
Secured by collateral... 6 72,800 32.3 
Secured by real estate 
& collateral ...... 8 61,300 27.3 
30 $225,100 100.0 


Percent of local loans 16.7% 


A eontinuous analysis of this nature, 
broken down into detail, would be 
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Size Classification of Loan Lines 





No. of 

Class lines 
Below —# 100 163 
$ 100— 300 412 
300— 500 317 
500— 1,000 130 
1,000— 2,000 111 
2,000— 5,000 98 
5,000— 10,000 41 
10,000— 25,000 27 
25,000— 50,000 15 
Over $50,000 8 
1322 


of great aid to bankers in formulat- 
ing their fund-conversion policies. 

A detailed ‘‘break-down’’ on local 
loans, for example, would reflect the 
following: 


Per cent 

Rate Dollars of total 
7 $342,800 15.6 
614 480,500 22.0 
6 740,700 34.0 
51%, 310,000 14.2 
5 175,600 8.1 
41%, 132,400 6.1 
$2,182,000 100.0 


A similar analysis can be readily 
made of the bonds and securities. 
3anks operating a daily accrual sys- 
tem would have no difficulty in pre- 
senting such an analysis each day to 
the loaning officers. 


Size of Loan Lines 


Another analysis which is of aid 
in the formulation of loan adminis- 
tration policies is a size classification 
of loan lines of a nature as illustrated 
in the table. 

It will be observed that small loans 
of less than $300 comprise 43.4% of 
the total number but only 3.2% of 
the dollars. It is a known fact that 
the income from such small loans, if 
handled on a ‘‘straight’’ local loan 
‘ate, is insufficient to pay for the 
cost of funds and the handling cost. 
Hence, many banks have applied a 
service charge on small loans or 
placed them on an industrial loan 
basis, that is, discount same and ap- 
ply a monthly instalment re-payment 
plan so that the net rate is appre- 
ciably above the ‘‘straight’’ rate. 

Usually, the larger the line, the 
less is the loan rate, for large lines 
are considered as ‘‘ prime rate’’ lines. 
Whether or not the credit risk is the 
same for a large line as for a small 


Percent of Aggregate Percent of 
total No. Balances total bal- 
ances 
12.3 $ 11,437 0.3 
31.1 87,523 2.9 
24.0 117,810 4.0 
9.9 97,463 3.2 
8.4 143,572 4.8 
7.4 311,270 10.4 
3. 326,560 10.9 
2.0 398,412 13.3 
1.1 593,211 19.7 
0.7 911,740 30.5 
100.0 $2,998,998 100.0 


one is another question, but an over- 
concentration in large lines at prime 
rates may seriously effect the av- 
erage income rates. However, this 
is usually offset by a lower loan ad- 
winistration cost per $100 of loans. 

A size classification gives a rela- 
tively good view of the credit analysis 
problem and how to organize the 
credit analysis facilities. In the illus- 
tration given, an intensive analysis 
and control of the lines above $2,000 
would involve a study of only 189 
lines, but this would control 84.8% 
of the dollars of local loans involved. 


Classification of Local Loans by 
Nature of the Business of the 
Borrower and Security 


This type of classification is of 
vreat value in obtaining the economic 
and security distribution of loans 
and, as such, clearly indicates the de- 
gree of over or under-concentration 
of loan lines. The table indicates 
the method. 

This analysis is supplemented by 
a similar classification of charge-offs 
for a number of years back and of 
‘*slow’’ and ‘‘doubtful’’ lines as re- 
ported by the bank examiners. This 
indicates what specific groups have 
had a disasterous history and what 
ones should be carefully watched. 

The types of analysis indicated 
in the foregoing article are relatively 
new in the banking field, but where 
applied, have been of great help in 
bringing before loan administration 
a clear picture of the situation and 
it was relatively easy to formulate 
sound policies to correct existing con- 
ditions. 

The obtainment of a clear analysis 
of the loan situation is one of the 
most vital steps which a bank can 
take to safeguard losses and main- 
tain an adequate position of liquid- 
ity. 
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Downtown- 


Also in 32 
| Neighborhoods 


Managers of 32 First National 
Bank Branches are making 


neighborhood calls today. . . 
and every business day. 


Only through such personal 
contact can this institution 
| know the great Detroit market 
with its medley of races, creeds 
and customs. 


For 65 years, progressive policies of the First 
Nattonal Bank have antictpated the commer- 
ctal banking requirements of a growing city. 


FIRST 
NATIONAL BANK 


First NATIONAL COMPANY 
OF DETROIT 


INCORPORATED 





Readers will confer a favor by mentioning THE JANUARY,1929 BANKERS MONTHLY when writing to our advertisers 39 








































The Will To Grow 


(Continued from page 28) 
as you approach, it gradually be- 
comes even more interesting and at- 
tractive. 

Carrying out the purpose of making 
the bank more useful to the com- 
munity, a trust department was or- 
ganized. While this has not de- 
veloped to a very profitable state as 
yet, it has added a great deal to the 
prestige of the bank and much to its 
deposits. Bankers without trust de- 
partments very often overlook the 
fact that, even though the trust de- 
partment may not be profitable in 
itself for a time, it does have an in- 
fluence over certain deposit accounts 
which are usually fairly large and 
almost always rather inactive. 


Why A Real Estate Department 
Was Added 

Park Ridge has been developing 
from a real estate standpoint. Sev- 
eral subdivisions have been sold and 
many houses are being built every 
year. President Appelt, therefore, 
saw an opportunity to make his bank 
more useful to the town by establish- 
ing a real estate loan department. 
This department cares for bond 
issues on the larger loans and has 
found it very easy to sell bonds when 
the bank exercises a high degree of 
caution in investigating the value of 
the property which secures the issue. 

It is this care that has developed 
confidence in the bank’s securities 
and an issue is not long on the mar- 
ket before it is sold. 

This department is being devel- 
oped entirely for local financing and 
is not a bond department in any 
sense of the word. 
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Note the location of the flood lights on the street light pole 























Straus National Bank of N. Y. 
Has Big Opening 


At the close of business on the opening 
day of the new Straus National Bank & 
Trust Co. of New York, deposits were in 
excess of $7,000,000. The thrift depart- 
ment proved particularly popular and there 





S. W. STRAUS 


Chairman of the Board, Straus 
National Bank and Trust Co. 


were long lines of depositors for this de- 
partment ‘in front of the receiving tellers’ 
cages throughout the day. A steady stream 
of visitors began pouring through the bank 
door at nine o’clock in the morning and it 
was estimated by officers of the bank that 
the number attending the opening was in 
excess of 10,000. 

The financial structure of the Straus Na- 
tional Bank and Trust Co. consists of capi- 
tal and surplus of $2,500,000. It will en- 
gage in all branches of commercial and 
trust company banking including a thrift 
department which will pay 4% on deposits 
compounded quarterly. 

The officers are S. W. Straus, president ; 
Nicholas Roberts, vice president; Herbert 
S. Martin, vice president; W. F. Clow, 
eashier; Nicholas R. Jones, secretary; 
Harry D. Tudhope, trust officer; F. D. Hig- 
son, assistant trust officer and W. R. Gil- 
lespie, comptroller. 

The Straus National Bank and Trust Co. 
of Chicago opened for business in June of 
this year, having taken over substantially 









all the business of the Straus Trust Co. of 
Chicago established in 1924. 











Enormous Gain Made by 
Trust Companies 


Another notable increase is revealed in 
the banking resources of the Trust Com- 
panies of the Nation through the distribu- 
tion of the Silver Anniversary issue of 
‘*Trust Companies of the United States’’ 
published and distributed for 25 years by 
the United States Mortgage & Trust Co. 
of New York. The impressive total of 
$21,946,819,035 was reached on June 30, 
of this year. This shows a gain of $1- 
465,000,000 over a year ago. 


The states having resources of over 
$1,000,000,000 each are as follows: 
California ............$1,184,485,141 
MEE Scie dccas sna 2,142,689,340 
eee ee 1,454,058,402 
IO SOME acssedscees 6,558,213,700 
RCE ye eee 1,792,497 ,187 
POURSYIVERIG 6c. cc cs 2,784,312,235 
$15,916,256,005 


The resources of these six states account 
for about 73% of the country’s total. The 
largest gain was made in New York which 
showed an increase of over $500,000,000. 
Substantial increases in other states give 
Tllinois $91,000,000, Iowa $62,000,000, 
Missouri $68,000,000, New Jersey $190,- 
000,000, Ohio $104,000,000, Pennsylvania 
$244,000,000, and Wisconsin $129,000,000. 

The capital, surplus and undivided profits 
and deposits in the six states named are 
as follows: 

Surplus and un- 
divided profits Deposits 


Capital 





California 
$ 61,785,000 $ 58,751,494 $1,026,747,290 
Illinois 


122,515,140 145,226,594 1,743,230,558 
New Jersey 

83,875,000 111,569,599 =1,173,403,371 
New York 

295,930,000 480,006,141 5,328,729,644 
Ohio 

93,195,000 88,972,064  1,543,869,331 
Pennsylvania 

180,891,049 390,835,672  2,071,491,967 





$838,191,189 $1,275,361,564 $12,887 ,472,161 

In reviewing the figures, John W. Platten, 
president of the United States Mortgage 
& Trust Co., states in the introductory: 

‘*Nearly 22 billion dollars, the highest 
peak yet attained in the banking resources 
of the trust companies of the country, is 
revealed by the figures in this the silver 
anniversary edition of ‘‘Trust Companies 
of the United States.’’ 

‘*Puring the past year their resources 
have increased almost one and a half bil- 
lion dollars and compared with 10 years 
ago the increase is over 12% billion dollars. 

‘*Never before has there been such 
widespread interest in the fiduciary activ- 
ities of trust companies and the rapidly- 
increasing number of appointments under 
wills and trusts is unmistakable evidence 
that both individuals and corporations are 
recognizing more and more the capacity of 
these companies for administrative service 
of the highest type.’’ 
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STANDARD PUBLISHING CORPORATION 
owns and occupies this entire building 


of five floors and daylight basement | 


at 222 East Superior Street, Chicago. 
New York Office, 681 Fifth Avenue 


Starting eleven years ago with 
four people and an idea, the 
Company has grown to the 
point where it now has a per- 
sonnel of approximately 200 
employees, divided as follows: 


An Executive Staff of 
8 


An Art Department of 
20 


‘A Planning and Copy 
Staff of 
50 


A Credit, Accounting and 
Clerical Force of 
43 


An Engraving, Printing, 
Mat Making and Shipping 
Force of 


49 


A Fashion Reporting and 
Editorial Staff of 
14 


A Staff of 
Field Representatives of 
16 


—And the entire efforts of this 
personnel are devoted to pro- 
ducing the best possible Adver- 
tising, Sales Promotion, Dis- 
play and Merchandising ideas 
and material,for approximate- 
ly 4,000 of the best retail stores 
and newspapers of America. 





Announcing Our New 


Bank Service Division 


Organized for the production of better Christmas Savings 
Clubs material, Newspaper Advertising and Direct-Mail 
matter, under the direction of Mr. Lawrence P. Woodward, 
for the past several years Vice President of the Bankers 
Publicity Company, St. Louis, Missouri. 


TARTING ELEVEN YEARS AGO as an Advertising Service 
Company in the retail store field, the Standard Publishing Corporation 
has expanded its activities to the point whege it is now rendering a definite 
and worth-while service in the solution of problems arising in each of the 
more important phases of retailing. Approximately 4,000 of the better 
Clothing, Furniture, Shoe, Ready-to-Wear and Department Stores of the 
country are subscribing to one or more of the twenty services now being 
produced by this Company—no doubt one or more of these stores are 
located right in your own city. 


N ANNOUNCING our new Bank Service Division, it is our intention 
that the Company shall render to the Banks and Financial Houses of 
America, a service equally as sound and as broad as that which has enabled 
it to attain a position of high standing in the retail and newspaper fields. 
Mr. Woodward will have the entire resources of the organization at his 
command in carrying on the work of this new Division and each idea, each 
plan, each illustration, each piece of copy, will have to be of a character 
to meet with the approval of our Advertising Board. 


PECIFICALLY, this new Division will be engaged in the preparation 
of complete Christmas Club Service, Newspaper Advertising Service 
and literature for Direct-Mail and Mass Plan distribution. The Christmas 
Savings Club Service will cover the successful working methods and 
advertising items necessary for the successful promotion of the clubs. 
The Newspaper Advertising and Direct-Mail matter will be of a char- 
acter not generally obtained through syndicate distribution. 


You are invited to write our Chicago office for 
further information as to how this new Division 
of our business can best serve your own particular 
interests. Service will be rendered under an ex- 
clusive franchise in each city. 


¥ 





STANDARD PUBLISHING CORPORATION 


EXECUTIVE OFFICES: 222 E. SUPERIOR ST., CHICAGO 
NEW YORK OFFICE: 681 FIFTH AVENUE 
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YOUR CHECKS CAN WORK FOR YOU 
— OR AGAIVST YOU.... 


That regard for appearances which characterizes bankers as a class, is 


now being extended by them to embrace not only impressive buildings, 
dignified fixtures, clean-cut personnel . . . but their checks as well. 

They have learned that their checks can work for them or against 
them . . . that they are continually being compared with the checks of 
other banks, either to their advantage or disadvantage. 

Checks made on La Monte National Safety Paper are the standard 
of comparison. They convey a proper indication of a bank’s standing ; 
suggest dignity, progressiveness, resources. And they are safe; protected 
on both sides against mechanical or chemical erasures. 

Over sixty per cent of the banks in the largest cities of the country 
use checks made on La Monte Safety Paper, as do the better class banks 
in hundreds of other cities. 

Speak to your lithographer about National Safety Paper, so easily 


and instantly identified by the wavy lines. George La Monte & Son, 61 
Broadway, New York. 


- LA MONTE 


NATIONAL SAFETY PAPER 





E HAVE subscribed for THE BANKERS 
MONTHLY for several years, and find it a 
source of a great many helpful ideas, not only for 


handling new business, but for making more pro- 
fitable that which we already have. 


Wm. L. McCLUSKY 


Cashier, The Pavilion Banking Company, Pavilion, N. Y. 
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New York Group of I. B. A. 


Names Committees 


The New York group of Investment 
Bankers Association of America announces 
that its organization for the year 1929 has 
been completed and the necessary com- 
mittees selected. As its contribution to the 
program of the national organization for 
the next year, the New York group will 
focus attention on the creation of safe- 
guards for investment and will continue 
active in the campaign against bucketeers 
and brokerage frauds. 

EXECUTIVE COMMITTEE—Chair- 
man, George N. Lindsay, Blair & Co.; 
Walter E. Bell, Harris Forbes & Co.; 
George W. Bovenizer, Kuhn, Loeb & Co.; 
Trowbridge Callaway, Callaway, Fish & 
Co.; William H. Eddy, The Equitable 
Trust Co.; William Ewing, J. P. Morgan 
& Co.; Halstead G. Freeman, Chase Secur- 
ities Corp.; Edward N. Jesup, Lee, Higgin- 
son & Co., and Frank L. Scheffey, Callaway, 
Fish & Co. 

LEGISLATIVE COMMITTEE—Chair- 
man Ralph Crane, Brown Brothers & Co.; 
Joseph E. Chambers, Manufacturers & 
Traders-Peoples Trust Co.; Donald Durant, 
Lee, Higginson & Co.; W. H. Eddy, The 
Equitable Trust Co.; Carl Egner, Clark, 
Dodge & Co.; R. H. Fullerton, The Bankers 
Trust Co.; John W. Hanes, C. D. Barney & 
Co.; George C. Hannahs, Hannahs, Ballin 
& Lee; Robert Haydock, Tucker, Anthony 
& Co.; George W. Hodges, R. L. Day & Co. 
(formerly Remick, Hodges & Co.) ; Clark- 
son Potter, Hayden, Stone & Co.; George 
S. Stevenson, Thompson, Fenn & Co., Hart- 
ford; Don C. Wheaton, Harris, Forbes & 
Co., and Frank L. Scheffey, Callaway, Fish 
& Co. 

MEMBERSHIP COMMITTEE—Chair- 
man Robert E. Christie, Dillon, Read & 
Co.; Edwin H. Barker, Clark Williams & 
Co.; Hearn W. Streat, Blair & Co., Ine.+ 
and J. Horton Ijams, Harrison Smith & Co. 

BUSINESS CONDUCT COMMITTEE— 
Chairman, Frederick W. Allen, Lee, Hig- 
ginson & Co.; George W. Bovenizer, Kuhn, 
Loeb & Co.; G. Munro Hubbard, J. G. 
White & Co.; Dean Mathey, Dillon, Read 
& Co., and C. B. Stuart, Halsey, Stuart & 
Co. 


Shortage—Closed Bank? No! 


(Continued from page 12) 

After much discussion the bond 
was signed. It will require little 
imagination on the part of any bank 
director to realize that for a num- 
ber of hours thereafter the examiner 
was busy discussing with that board 
of directors what he had learned re- 
garding the shortage and his plans 
for working the bank out of its dif- 
ficulties. 

As a matter of fact, the examiner 
spent about a week helping the direc- 
tors with their problems. That was 
several years ago. Today that bank 
is open, doing a nice business and 
all the directors are active and at- 
tentive to their duties. 
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Garfield National Consolidates 
With Chase National Bank 


The boards of directors of the Chase 
National Bank of New York and the Gar- 
field National Bank have agreed to con- 
solidate the two institutions under the 
name of The Chase National Bank of the 
City of New York, upon the basis of a 
share for share exchange of stock of the 
Chase Bank for stock of the Garfield Bank. 

The business of the Garfield National 
Bank will be continued at the same loca- 
tion as the Garfield branch of the Chase 
National Bank and will be under the man- 
agement of the same individuals as here- 
tofore. 

R. W. Poor, chairman of the board, H. 
F. Poor, president, and E. E. Watts, vice 
president of the Garfield National Bank, 
will become vice presidents of the Chase 
National Bank, and R. W. Poor and H. F. 
Poor will become chairman and vice chair- 
man, respectively, of the advisory board of 
the Garfield Branch of the Chase. 





CURTIS R. BURNETT has been elected 
and has accepted the position as director of 
the National Newark & Essex Banking Co. 
to fill the place of the late Frank B. Adams. 


Country’s Third Largest 
Bank 


(Continued from page 34) 
dent of the American Bankers As- 
sociation, will be vice president of 
The First National Bank. Other 
Union Trust Co. officers will be 
placed in similar positions in the 
consolidated banks. 

As of October 3, 1928, the total de- 
posits of the combined institutions 
amounted to $491,027,121.36. Total 
assets as of October 3, were $584,935,- 
808.19. 

The First National Bank was or- 
ganized immediately after the pas- 
sage of The National Bank Act. and 
opened July 1, 1863, receiving char- 
ter No. 8 from the Comptroller of the 
Currency. The initial capital was 

:250,000, and its first statement 
showed deposits September 30, 1863 
of $252,089.49. The Union Trust Co. 
was chartered by special act of the 
Illinois Legislature in 1857. 


Savings Beat All Records 


In spite of the fear on the part of 
some that stock market speculation would 
seriously reduce savings, the American 
Bankers Association reports that there was 
more money in the banks of the United 
States during the year.ending June 30, 
than in any previous year. Total savings 
on deposit at that time amounted to more 
than $28,400,000,000. This belonged to 
53,000,000 individual depositors. Only 
three states failed to show a gain. The 
increase per inhabitant in 1928 over 1927 
is $17. 
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NEW SAVINGS 
ACCOUNTS ARE 
OPENED IN 
YOUR CITY 
EVERY DAY 


Does Your Bank 


Get Its Share? 


UPPOSE a large number of people 
were really obligated to come to your 
bank instead of any other. Suppose your 
bank was the very first in their minds. 
Wouldn’t your daily number of new 
accounts be materially increased? 


‘‘Of course,’? you say—but ‘‘How can 
people be obligated to come to my bank?”’ 


The answer to your question lies in the 
story of our service—brought to its 
present state through years of experience 
in the business of obtaining new accounts 
for banks. 


Your request for complete details will 
receive our prompt attention and will 
involve no risk or obligation on your part. 


e 


BANKERS DEVELOPMENT 
CORPORATION 


31 Nassau St. New York, N. Y. 

















































AN OLD BANK 


OR nearly fifty years this strong old 

bank has been in close touch with de- 
velopments in the Chicago District. It has 
grown steadily and has kept pace with the 
changing demands of the times. The same 
spirit of friendliness and co-operation that 
has insured an ever increasing local clientele 
is also manifest in its methods of handling 
































| are invited to investigate the complete 
| service offered. 





State Bank of Chicago 


A Trust Company 


LA SALLE AND MONROE STREETS 
Member Federal Reserve System 


























the business of correspondents. Banks ! 
desiring a satisfactory Chicago connection | 
























CapiTat, SurpLtus AND Unpivipep Prorits Over $13,000, 



























ANY thanks for the bunch of reprints entitled 
“What a Stockholder Can Do For His Bank.” 
Direct hits from an outside source usuallyare much more 
appreciated than those coming from the inside. What 
the other fellow thinks so often has more weight. 
I am going to make good use of these reprints. 


F. D. CONNER 


Manager, Publicity & Business Extension 
Engineers National Bank of Cleveland 




















Boys and Girls Clubs 


Triumph at International 


(Continued from page 31) 


taking the proper interest in boys 


| and girls elubs, or where a boys and 
| girls club leader is employed, there 
' really is nothing for the banker to 
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do except to lend his encouragment 


| and to visit the boys and girls as he 
' has opportunity. These visits best 


made on the farms, are worth a great 
deal to the banker and his institu- 
tion. As a matter of fact, those 
country bankers who have found 
time to make such visits, regardless 
of boys and girls elub work, have 
found that farmers appreciate them 
and are tied to the bank by such per- 
sonal interest. 

Sometimes it is necessary for a 
local banker to lend money to boys 
and girls to get them started in club 
work. It is seldom that such loans 
are neglected and almost always they 
result in future business for the bank 
which well repays any possible extra 
work put into the situation by the 
banker. 

It has been the custom for several 
years for states and counties to send 
the champion boys and girls of their 
clubs to the International Livestock 
Exposition for a week of education 
and pleasure. This year, about 1,500 
boys and girls came for a busy week 
in the great city. It was not a week 
of pleasure, but as one of the boys 
expressed it, it was one of the hardest 
weeks of the year. However, it was 
full of learning, for many educa- 
tional trips were taken. 


Among these was a trip through 
the plant of The International Har- 
vester Co. The children were guests 
of this company for a day and they 
were conducted in small groups 
through the tractor works and 
through the MeCormick works and 
the twine mill and then they were all 
served dinner in one of the rooms 
cleared for the purpose in the McCor- 
mick Harvester Works. At this din- 
ner, a band made up of club boys, 
from Iowa, furnished music and en- 
tertainers provided by the Interna- 
tional Harvester Co. added to the 
oceasion. 

The boys and girls from the va- 
rious states sang their state songs 
and gave yells and, following the 
dinner, officials of the International 
I{arvester Co., gave short talks. These 
included Cyrus H. McCormick, 
chairman of the board, Alexander 
Legge, president, Cyrus H. MeCor- 
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mick, Jr., vice president, and Profes- 
sor P. G. Holden, field director of the 
agricultural extension department 
of the International Harvester Co. 
Many good bits of advice were 
given by these men who control the 
policies of the largest manufacturer 
of farm machinery in the world. 
Professor Holden gave this slogan to 
the boys and girls, which is appro- 
priate when considered in the light 
of the work they are doing. He sug- 
gested that each day each boy and 
each girl say this to himself: ‘‘ This 
day I will beat my own record.”’ 
The boys and girls, in going 
through the plant, saw every phase 
of manufacture from the melting of 
the pig iron to the starting of the 
tractor at the end of the assembly 
line. Their geography lessons will 
be much more interesting and these 
will be studied with a great deal 
more intelligence following this trip. | 
G. L. Noble, secretary of the Na- | 
tional Committee of Boys and Girls 
Clubs, estimates that in 1928, 650,- 
000 boys and girls were engaged in 
this club work in the United States. 
He further estimates that the mar- 
ket value of the products they raised 
during the twelve months reaches the 
enormous total of $12,400,000. 


National City To Have World’s 
Largest Capital 

The sum of $311,000,000, which repre 
sents the combined capital structure of the | 
* : . +}: : | 
National City Bank and affiliated companies | 
after the stockholders approve its newest | 
authorized stock increase on January 8, is 
the largest fund of this kind in the world. | 


In point of deposits and resources, Na 


tional City, America’s greatest bank, still | 


ranks below England’s three great bank- 
ing houses, Midland, Lloyds, and Barclays, 
according to the most recent statements 
available, but its capital structure of 
$100,000,000 paid in stock and $100,000,- 
000 surplus is at least $50,000,000 greater 
than the combined capital assets of either 
of these great British imstitutions, and 
greater, also, than capital and surplus of 
the New York Federal Reserve Bank. 





Resources of National Banks 
Grow 


Resources of national banks in the 
United States were greater on October 
, 1928, the date of the last call, than 
at any time in the history of the national 
banking system, reports Comptroller of 
the Currency, John W. Pole. The figure 
was nearly $29,000,000,000. Reports were 
received from 7,676 banks and the re- 
sources were $1,711,656,000 greater than 
the year previous. 


WATiadiadad 


reason for an exceptional 
reputation in banking and 


trust work! 


—an inquiry. 


D IRECT dealing, 


a minimum of red tape, 
prompt decisions and the 
personal attention of 


responsible officers to the 


problem at hand. This 


policy 1S typical of this 


Company. 


CENTRAL UNION 


TRUST COMPAN 


BANKING TRUSTS 


Plaza Office: 
Fifth Avenue 
at 60th St. 


80 BROADWAY Madison Avenue 
at 42nd St. 


NO SECURITIES FOR SALE 


Capital, Surplus and Undivided Profits Oxer 50 Million Dollars 
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42nd Street Office: 
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Booklet of Investment Terms 


Because of the increase in security pur- 
chasing by the average individual, R. E. 
Wilsey & Co., Chicago, has prepared a 
small, convenient booklet entitled ‘‘A Die- 
tionary of Investment Terms,’’ which is a 
fund of general information for the av- 
erage investor. 

The forepart of the booklet is taken up 
with several pro and con discussions in 
security buying such as ‘‘ stocks vs. bonds,’’ 
‘listed vs. unlisted securities’’ and con- 
siderable general information. Then a para- 
graph or so each is given to the various in- 
vestment terms, thus producing a book in- 
valuable for any banker. 

This booklet may be procured from R. E. 
Wilsey & Co. Room 1232, 120 So. La Salle 
Street, Chicago. 
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Foreman National Bank 
Building Nears Completion 


On Wednesday, December 5, the topmost 
piece of structural steel was set in the Fore- 
man Bank Building, Chicago, and, as is the 
custom, the American flag was unfurled on 
the 40th story. A party composed of Ed- 
win G. Foreman, Jr., the architects, build- 
ers, newspaper men and photographers, 
sealed the side of the building, from the 
36th floor where the elevator stopped, up 
to the 40th floor by means of ladders. 
They perched perilously on the steel work 
and attended to the flag raising ceremonies 
while the photographers ground out many 
feet of film. 

On December 12, the cornerstone was 
laid. 


1RST IMPRESSIONS 
are often lasting 


~. and they must be good 


a \ “The entrance to the Bank 
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be 
‘ t 


gifted designer can accom- 
~~ plish such a result. 


Consult us without cost or obligation 


I. D. Lacy Company 


Designers and Constructors of Bank Buildings 
1206 SYNDICATE TRUST BLDG. ST.LOUIS,MO. 


) 
SEND FOR OUR BOOKLET “DISTINCTIVE BANK BUILDINGS’ 





SHORT TERM INVESTMENTS FOR BANKS 


Our short. term obligations have 
been purchased by more than six 
thousand banks in the, United States. 


GENERAL MOTORS 
ACCEPTANCE CORPORATION 


Executive Office » BROADWAY at 57 TH ST. » New York City 
Capital, Surplus & Undivided 


Profits 


$52,156,000 


Readers will confer a favor by mentioning THE JANUARY.1229 BANKERS MONTHLY when writing to our advertisers 


A sealed leaden box, containing articles 
which the bank officials believe will interest 
future generations, was enclosed in the 
stone. Among the articles were pictures 
of the city’s skyline, copies of fashion 
magazines, copies of the daily newspapers, 
airmail schedules, pictures and stories of 
Col. Charles A. Lindbergh, new coins and 
current postage stamps. 


Harold E. Foreman, president of the 
bank, assisted his mother in placing the 
box within the stone. Among those tak- 
ing part in the ceremony were Edwin G. 
Foreman, Jr., Alfred K. Foreman, Gerhard 
Foreman, all vice presidents of the bank. 


Bancitaly Plans Largest 
Banking Capital 


A movement that is certainly a good 
omen, seems to be toward larger banking 
capital. This is being manifest not only 
among the larger banks, but also among 
some of the smaller ones, especially in 
states where assets have become slow and 
in some cases frozen. 


Now comes a report that the Bancitaly 
Company of America is starting on a plan 
that will lead to the largest single aggre- 
gation of banking capital in the world. 
This announcement follows the announce- 
ment of the National City Bank, that it is 
going to increase its capital to the point 
where it will be the leader of all banks 
in the world. 

The Bancitaly capital however, will out- 
shine that of the National City, for its 
plans are to arrange for a combined capital 
investment in excess of $505,000,000. 
Figured on the same basis, the combined 
capital funds of the National City Bank 
and the National City Company, when the 
capital increase is put into effect, will be 
$311,000,000. The Chase National Bank 
and the Chase Securities Corporation of 
New York, has a combined indicated capital 
of $177,400,000. The Bancitaly group, 
which contains so many Giannini financial 
institutions, has been growing so rapidly 
that it is difficult to keep up with develop- 
ments. 


A stock dividend of 50% on the capital 
stock of $100,000 was declared recently by 
the board of directors of the American 
Bank, Spokane, Wash. The dividend is 
50% on par value of $100. 


Bill Wilson’s 


Fourteen Points 





(Continued from page 24) 


publicity, good opportunities will be 
passed over, you will find that they 
can pass on your budget quite in- 
telligently. 


13. Make Yours a Distinctive 
News-Creating Bank and You'll 
Have No Trouble in Producing 
Distinctive and Newsy “Copy” 


This sounds more like advice to 
a president than to his advertising 
manager, but I have never seen a 
bank president yet who did not listen 
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with interest to a detailed plan for 
some public or private activity which 
would make his bank front page 
news in the local papers. 


14. Define Your Objectives, 
Establish Your Policies, Draw Up 
Your Programs, Plan Ahead for 
Each Single Effort—and Hold 
a Steady Course 


The curse of bank advertising has 
always been its spasmodie quality 
and its trick of veering off on an- 
other tack every year. Patrick 
Henry said: ‘‘I know no way of 
judging the future but by the past.’’ 
And that is just as true of bank 
advertising and new business efforts 
as of any other human performance. 

Just the same, you have to have 
a certain continuity in the past or 
it will be no guide to your future. 
You'll fail if you leave such a 
crooked wake that it would break 
a snake’s back to follow your curv- 
ings and twistings. And you’ll 
leave that kind of a wake unless you 
steer by a distant star and not by 
flitful sunbeams on changing wave 
tops. 


29 Ways To Keep Your 
Bank In The Public Eye 


(Continued from page 14) 


where they will keep, and send them 
by messenger, where the time element 
is everything. Any bank should get 
as many lines of free advertising as 
paid advertising, if it uses its imag- 
ination. 

A good newspaper will not take 
any bunk. Where the news item 
will warrant it they will, however, 
accept a story amplified by details. 
Do not try to stuff any advertising 
into the story and do not try to put 
over rejected news stories thru the 
advertising department. Make the 
story in proportion to the value of 
the item to the publie and get it 
in on time. The earlier the insertion 
the more opportunity for good space 
and extended space. If your team 
wins a ball game get the story in 
that night. If it loses, play fair 
with the papers and give them the 
story of the game anyway and the 
newspapers will more than play fair 
with you. Even the story of the 
defeat might be better than no story 
at all for as a member of the French 
Chamber of Deputies exclaimed: 
‘‘Speak well of me if you may, 
speak ill of me if you must, but for 
heaven’s sake, speak of me!”’ 
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Now under construction; 75 feet wide and 175 feet 
deep; four stories; to be completed March, 1929. 


A partial list of banks 
now under construc- 
tion by us: 


Carbondale Nat’! Bank, Carbondale, Ill. 
South Side Trust Co. - St. Louis, Mo. 
Ripley Nat’l Bank - - - Ripley, Ohio 
Home Banks - - = =- Elgin, Ill. 
First Nat'l Bank - - Wellston, Mo. 
Chippewa Trust Co. - - St.Louis, Mo. 
First Nat'l Bank - - Loveland, Colo. 
Sedalia Nat'l Bank - - Sedalia, Mo. 


First Nat'l Bank - - Abingdon, III. 


We shall be glad to explain our Service, which includes: 


PRELIMINARY SURVEYS 
ARCHITECTURAL DesIGNs ww ENGINEERING 
CONSTRUCTION ~ INTERIOR EQuiIpMENT 


ST. LOUIS BANK BUILDING 
AND EQUIPMENT COMPANY 


i Designers, &ngineers and Builders for Banks Gxclusively 
{ SAINT LOUIS CHICAGO MEMPHIS 
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“SIT UP”, 
easily . 





No. 


This is 100 Stenographer’s Chair 
(swivel) genuine Spanish leather up- 
holstering, optional new saddle seat, 


Rubroid oil-less casters, standard olive | 


green finish; height 17” to 21 1-2". 


Individually 
Adjusted 


so that the worker is comfort- 
ably seated and supported in 


the correct posture. It 
costs no more to correctly 
seat your office or factory 


workers, and it pays big divi- 
dends in increased efficiency. 


Eff & C 


“Scientifically Correct Chair” 


Address your inquiry to 
your office furniture dealer or 


The Fritz-Cross Company 
Manufacturers 


Guardian Building 
Saint Paul, Minnesota 











Midland Manager Discusses 
Commercial Bills 


The inaugural address of Frederick 
Hyde, president of the Institute of Bankers 
and joint managing director of the Mid- 
land Bank Ltd., of London, contains some 
interesting facts. Among them the follow- 
ing comments on commercial bills: 

‘“These are ordinarily drawn to furnish 
the means of payment for commodities 
which have been sold and should be self- 
liquidating, that is to say, when the com- 
modities are paid for, the proceeds should 
be applied to discharging the bill. I 
should like to emphasize, however, that 
I do not contend that in no circumstances 
should bills be issued unless they represent 
the sale of commodities. 
instances will 


Indeed, many 
at once occur to the mind 
in which bills given for other transactions 
perform a most useful service. 

‘*T need only instance a bill which was 
very familiar to us in pre-war days, but 
which we do not often see now. I refer 
to the bill drawn on London in the early 
summer by the banks in the cotton states 
of America to enable them to finance the 
cotton crop in earlier stages. Such 
bills were paid off out of the proceeds 
of shipments which occurred a few months 
later. 


its 


‘*The bills issued by our larger munici- 
palities to be repaid out of the proceeds 
of the collection of rates or of loans 
shortly to be issued also serve a useful 
purpose. My contention is rather that a 
bill arising from an actual sale of com- 
modities is in a different category from 
one issued to finance the withholding of 
commodities from the market, or one which 
arises from transactions entirely unconnect- 
ed with commodities. ’’ 


Trust Conference to be Held 
in New York 


The tenth annual mid-winter trust con- 
ference under the auspices of the Trust 
Company Division, American Bankers As- 
sociation, will be held in New York City 
February 13, 14 and 15, at the Commodore 
Hotel, the eighteenth annual banquet of 
the trust companies of the United States 
being on the evening of February 14. 


Central Union Has New 
Field Man 


THE CENTRAL UNION TRUST CO. 
of New York announces the appointment of 
O. M. McCullough as 
field representative for 
the southern states, 
where he is widely ac- 
quainted. 

Mr. MeCullough, 
who will shortly leave 
New York for a trip 
through the South, 
was formerly assistant 
vice president of the 
American Trust Co. of 
Charlotte, N. C. and, 
more recently, southern representative of 
a Philadelphia bank. 

His itinerary includes all the larger 
southern cities where the Central Union 
has correspondents. 
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Irvine Becomes Officer of 


National Park Bank 


ROLAND C. IRVINE, formerly vice 
president and cashier of the Bankers Trust 
Co., Little Rock, Ark., has been elected 
assistant vice president of the National 
Park Bank, New York City. 





R. C. IRVINE 


Mr. Irvine will assume his duties with 
the National Park Bank on January 1, 
1929, which will consist principally of rep- 
resenting the institution in the Central and 
Middle Western states. 


The American Co. Organizes 
and Buys Spokane State Bank 


An investment company to be known as 
The American Co. was formed recently in 
Spokane. The authorized capital will be 
100,000 shares of no par value stock of 
which 40,000 shares will be preferred and 
60,000 shares common. A substantial por- 
tion of the common and preferred stock 
has been purchased by the shareholders of 
the American bank. 

The ineorporators of the company are 
Clyde Johnson, president of The American 
Bank, who will also be president of the 
company; J. L. Cooper, president of the 
Spokane Savings & Loan Society; John F. 
Davies, associated with the Standard Tele- 
phone Co. and the Interstate Utilities Co., 
Charles P. Lund, Attorney and Edwin B. 
McBride, who has been associated with the 
Federal Reserve Bank and who will become 
active in the management of the company. 

It was also announced that the American 
Co. has negotiated for the purchase of the 
controlling interest of the Spokane State 
Bank, from Milton Nussbaum and As- 
sociates. The Spokane State Bank was 
organized in 1907. 


THE INDUSTRIAL SAVINGS BANK 
of Flint, Mich. is establishing its eighth 
branch. The new branch will be known as 
the Fisher Body Branch and will later on 
oceupy a new building to be put up opposite 
the Fisher Body Corp. office building. 
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Hammer With Equitable’s 
Chicago Office 


The Equitable Trust Co. of New York 
announces that Henry H. Hammer has 
become associated with its Chicago office. 
This office, located at 105 South La Salle 
Street, is under the management of Ralph 
B. Wells. 

The Equitable’s Chicago office, opened in 
1921, is one of the most important units 
in the company’s system of district offices 
in key industrial cities of the country. 
These offices function as local contact 
points for correspondent banks and busi- 
ness houses keeping New York accounts 
with The Equitable, a number of them, 
like the Chicago office, being connected by 
direct private wire with the home office. 


M. H. CAHILL, chairman of the board 
of directors of the Missouri-Kansas-Texas 
Railroad Co., was recently elected a direc- 
tor to fill a vacancy in the board of diree- 
tors of the United States Mortgage & Trust 
Co., New York City. 





Some Changes in Continental 
Merger Plan 


“In a letter to stockholders, Arthur 
Reynolds, president of the Continental 
National Bank of Chicago, announces the 
following changes in the plans for con- 
solidating this bank with the Illinois 
Merchants Trust Co. 

1. The initial capital of the consolidated 
bank, instead of being $65,000,000, will be 
$75,000,000, which is the ultimate capital 
provided for under the original plan. 
This capital will be divided between the 
stockholders of the two banks in the same 
proportions as originally provided, that is 
to say: 35/65ths to the stockholders of 
the Continental and 30 /65ths to the stock- 
holders of the Illinois Merchants, being 
the basis on which the assets are contrib- 
uted by each bank. 

2. The subscriptions provided for in 
the original plan to be made after con- 
solidation will under the new method be 
made before consolidation, and therefore, 
the total additional cash assets will be 
furnished before consolidation. 

3. Instead of organizing a new state 
bank to which the assets of this bank 
will be transferred, the transfer will be 
made to The Hibernian Banking Associa- 
tion (all of whose stock is now held in 
trust for the benefit of the stockholders 
of this bank) and its name changed im- 
mediately to Continental Illinois Bank and 
Trust Company. 

4. The building and real estate of this 
bank, instead of being reserved, will be- 
come a part of the assets to be transferred 
to the consolidated bank. This results 
not only in greatly reducing the additional 
capital to be subscribed for by the stock- 
holders of this bank, but also furnishes 
a portion of the additional funds required 
for adjustments and for making the neces- 
sary changes in the building to be occupied 
by the consolidated bank. The stockholders 
of this bank will have the right to sub- 
scribe for 53,846 shares of additional 
stock at approximately $125 per share 
(instead of at the rate of $400 per share 
as originally contemplated) and thereby 
acquire the same number of shares as 





GLIMPSE 

of the new 
quarters of the 
Burlington City 
Loan and Trust 
Company, Bur- 





lington, N. J., 
shows the style 
adopted by alead- 


ing bank in one 
of the progressive 


smaller cities. 


Without Leaving Your Desk 


|= is recorded that George Washington, after visiting a certain Judge 


Wynkoop, of Bucks County, 


Pennsylvania, asked the cm to 


send down to Mt. Vernon a plow such as he had seen in common 
use in Bucks County. Washington had been impressed with its 
effectiveness and wanted to use it on his own plantation. 

It seems strange to us that farmers in Virginia could for decades 
be unaware of an improved device in common use less than two 


hundred miles distant. 


How different are to-day’s conditions! A banker, for example, 
can keep well acquainted with banking progress all over the world, 
without leaving his desk. He has on file current statistics on money. 
The magazines tell him of the new services that other banks are 
inaugurating. He can see, in the illustrations, the latest trend in 
bank buildings. All the new features in building and equipment 
are pictured for him, the friendly low counter, the most recently 
devised vaults, night safes, accounting machinery, illumination—all 
this without the banker stirring from his office. He need no longer 


be unaware of others’ progress. 


TILGHMAN MOYER COMPANY 


The Design, Construction and Equipment of Bank Buildings 
ARCHITECTS « ENGINEERS 


OU need no longer work out your own 

problems unaided. The experience of others 
is too easily accessible. In modern banking 
quarters, for instance, the important considera- 
tions are bg in the booklet ‘Building 
the Bank for Business.’’ Plans and photo- 
graphs of recent bank buildings are used to 
illustrate the features described in the text. 

Somany bankers have asked foritthatathird 
edition has been ge The coupon will — 

tho 


you a copy, without obligation, by return mail. 





originally provided for. Each stockholder 
of this bank will be entitled to subscribe 
for 2/13ths of a share of such stock for 
each share of stock of this bank held by 
him. 

5. The Illinois Merchants Trust Com- 
pany will pay no cash dividend, as pro- 
vided for in the original plan, but will, 
before consolidation, increase its present 
capital stock by 23,077 shares. The addi- 
tional shares will be offered for subscrip- 
tion to its stockholders at approximately 
$250 per share. Each such stockholder 
will be entitled to subscribe for 2/13ths 
of a share of the additional stock for each 
share of stock of said bank held by him. 
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TILGHMAN MOyYER ComPANY, Allentown, Pa. 


Gentlemen: Without obligation, please mail 
me a copy of “Building the Bank for Business.” 


ee 


Address :- —_ 


WILLIAM MURPHY, president of the 
Citizens & Southern Co., Atlanta. Ga. was 
recently elected to succeed Mills B. Lane 
as president of the Citizens & Southern 
National Bank of Georgia. Mr. Lane be- 
comes chairman of the board. 


THE NATIONAL PARK BANK of 
New York opened its fourth up-town Man- 
hattan branch in Madison Square Decem- 
ber 3. The new office is located at the 
corner of Madison Avenue and 26th Street 
in the recently completed building of the 
New York Life Insurance Co. 
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Fixtures For Sale 


HE modern bank fixture shown above 
can be had at a great bargain, and can 
be remodeled to suit almost any require- 
ment. We will completely refinish and 
set up for you and make any other changes 
of your building or vaults that you may 


Fixtures can now be seen in place at 
First National Bank, Harvey, IIl., which is 
now being remodeled and completely 


GEO. W. STILES COMPANY 


159 E. ONTARIO ST., CHICAGO, ILL. 


CONSTRUCTION 
BANK BUILDINGS 





EQUIPMENT 











THE FIRST WISCONSIN NATIONAL 
BANK recently purchased a controlling in- 
terest in the Citizens Bank of North Mil- 
waukee. This gives the First Wisconsin 
17 banking offices in the downtown and out- 
lying districts of the city, including the 
branches and the affiliated banks it has 
purchased control of during the past year 
and those it will acquire through the com- 
ing consolidation with the Second Ward 
Savings Bank. 


When the RIGGS NATIONAL BANK of 
Washington, D. C. and the Farmers and 
Mechanics National Bank of George- 
town, consolidated in December, two 
historic banks were brought together. The 
Riggs National Bank is the name that will 
be retained by the merger. It is said 
that these banks have depositors from every 
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nation on the globe. Charles G. Glover, is 
chairman of the board and Robert B. 
Fleming is president. 


CITIZENS NATIONAL TRUST AND 
SAVINGS BANK of Los Angeles will 
submit to the stockholders at the annual 
meeting on January 8, a proposal to in- 
crease the capitalization of the bank by 
$5,000,000. This will be accomplished by 
the offer of 10,000 shares, $100 par value, 
to present stockholders at $500 per share. 
Proceeds will be used to increase capital 
to $5,000,000, surplus and undivided profits 
to $10,000,000 and to provide the Citizens 
National Company, investment subsidiary, 
with $1,000,000 additional capital. The 
bank will then have a total of $16,000,000 
in capital funds and total resources of 
approximately $130,000,000. 





THOMAS C. BOUSHALL, president of 
The Morris Plan Bank of Virginia, sailed 
from New York recently on a special trip 
to London to assist in the organization of 
the Morris Plan Bank of England. Nego- 
tiations in the organization of the new 
English institution have been under way for 
several months and Mr. Boushall will take 
a prominent part in their completion at 
the request of Arthur J. Morris, of New 
York, president of the Industrial Finance 
Corporation, and founder of the Morris 
Plan system in the United States. 





CELOTEX CO.’S annual statement, 
shows substantial gains in earnings, ac- 
cording to Bror G. Dahlberg, president. 
‘*The company,’’ says Mr. Dahlberg, ‘‘ with 
control of abundant raw materials assured, 
with factory costs reduced, and with an 
expanding volume of sales, was never in a 
better position than it is today. New prod- 
ucts now being developed will increase 
the sales volume considerably.’’ 


My Lending Philosophy 
(Continued from page 10) 

All bank eredit should have the 
cooperative angle. By this I mean 
that the prospective borrower should 
expect to put something into the 
transaction as well as the bank. This 
‘‘something’’ may be a growing sav- 
ings account, an open life or record 
in business, collateral plus character, 
and so forth. Lending money should 
never be governed by sentiment. It 
is not the function of a bank to help 
those who are down and out. It is 
the bank’s duty, rather, to help those 
who are up and coming. For, the 
bank has a duty to its other cus- 
tomers as well as to the individual 
who is borrowing the money. 


Bank Credit Ends Where 
Charity Begins 


I’ve often been asked if the lend- 
ing of money isn’t a cold-blooded 
proposition. My answer is this: 
Bank credit ends where charity be- 
gins. The two are best handled in 
water-tight compartments. Heaven 
knows, we wouldn’t send a blind 
beggar out of the bank with a kick 
in the pants but it is mighty doubt- 
ful if we would extend him a line of 
eredit! For that reason, while we 
might sympathize as an individual, 
with a man who was hard up and 
needed a few dollars to tide him over, 
we couldn’t possibly sympathize 
with him as a bank. 

Another person we can’t possibly 
sympathize with, either as an indi- 
vidual or as a bank, is the overdraft 
king. We steer clear of these chaps, 
even if they are making loads of 

(Continued on page 52) 
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A map from Mr. McCutcheon’s own hand. It represents 
Treasure Island, Mr. McCutcheon’s estate in the Bahamas. 


by John T. McCutcheon 


Famous cartoonist of the Chicago Tribune, who 
has recently won distinction also as the writer of 


two very unusual novels. 





Give me a map! 


My earliest home was in Lafayette, 
Indiana, which, as most people 
know, is on the Wabash River. 
When I was a very small boy, I 
used to think a lot of that river. It 
seemed almost as important to me 
as the Tippecanoe County Court- 
house, Lafayette’s grandest building. 

As it must to all boys, however, 
the time came at last for me to 
study geography and make the 
acquaintance of maps. Imagine my 
surprise, one fine day, to discover 
that the Wabash wasn’t really a 
part of Lafayette at all, but that 
Lafayette was just one of the many 
places which the Wabash River 
passed by in its travels! 

And the Wabash flowed into 
the Ohio, the Ohio into the Missis- 
sippi, the Mississippi into the Gulf 
of Mexico, which opened into the 
Atlantic Ocean. 

After that, whenever I threw a 


stick into the Wabash, I would 
speculate upon its eventual landing 
place. Often I opened my geography 
book and traced on a map the pos- 
sible course of just such a stick. 

Naturally, I followed it myself 
in imagination. And the things I 
saw, the adventures I had, the 
heroic exploits I performed on 
foreign shores, the strange lands I 
visited, the treasures I gathered to 
distribute unselfishly, upon my re- 
turn, to the various members of my 
family! 

It was fun then. It still is now. 
For I still love to look at maps and 
permit my fancy to wander all over 
them and the lands they represent. 

The hours I have spent with 
maps are among the most profit- 
able in my life. Not only have 
they given me a solid grounding in 
geography. They have truly broad- 
ened my outlook. They have helped 


Some of Rand M¢Nally & Company’s 


Products and Departments 


Child Life Magazine 
Banker's Monthly 


Maps Atlases 
School Maps General Atlases 
Auto Road Maps Commercial Atlas 


Commercial Maps Goode School Atlas 
Economic Maps 


Aviation Maps 


Publications 
Special Maps to Order Text Books 
Globes Children’s Books 


General Printing 


Airline and Bus Tickets 


Coupon Books 
Washington 


536 S, Clark Street, Chicago 


to keep my imagination in trim. 
Give me a good map! I can learn 
as much from it as from any book! 


v y v 


Either a globe or an atlas, certainly 
maps in some form, should hold an 
important place in every private 
library. 

Cultivate the excellent and 
stimulating habit of reading them. 
Study them frequently. Teach 
your children to enjoy them. 

Rand M€Nally Maps, Globes 
and Atlases are always scientific, 
accurate, up to date. Obtainable 
at leading booksellers and sta- 
tioners, or direct. 

The habit of scrupulous ac- 
curacy down to the last detail 
required in the making of maps 
extends to all Rand MCNally & 
Company’s greatly varied activities. 


RAND MSNALLY & GoMPANY 


Banker's Directory Map Headquarters 
Banker's Bulletin 
Railroad, Dept. N-25 


270 Madison Avenue, New York 


San Francisco Los Angeles 
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HIS is the season of the Year when your customers start 


for Southern California. 


— 





Besides complete Banking 
facilities, we have unusual- 
ly well developed arrange- 
ments, with information 
desk, maps, literature &c for 
making their stay in South- 


ern California pleasant. 


— Branches of the Bank, covering 
the entire Los Angeles Metropolitan Area. 


If you will pro- 
vide them with 
cards or letters of 
introduction to 
this Bank, they 
will receive spec- 
ial consideration 
at any one of the 
54 offices and 


You will find these special intro- 
duction cards a convenience. A 
handy book of them sent on request. 


EGURITYW tTRcst 
= SAVINGS BAN K. 


Resources over $250,000,000 
Los Angeles 











Will be the total monthly 
cost of sending your own 
house organ, (two colors, 


illustrated) to 1000 
selected customers and 
prospects. 


a a a 


Write for sample and details. 


CRADDICK SERVICE, Inc. 


716-4th Ave. So. 


(Continued from page 50) 
money out of their business. The 
chances are they’re spending it like 
drunken sailors instead of putting it 
back into the business. Some day, 
they ’ll have no business. 

Another thing about the financial 
statement is this: When I authorize 
a loan of $1,000 to a man to put into 
his business, on the basis of the state- 
ment he has handed me, I watch his 
next statement with unusual interest. 
If a decided improvement is ey- 
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Minneapolis, Minn. 





idenced, the man is good for another 
loan. If only fair improvement is 
revealed, I begin investigation be- 
fore extending additional credit. If 
no improvement is shown, future 
credit extension as far as I am con- 
cerned is absolutely out. 


Discounting Bills Good Reason 
For Loan 


I believe in lending money to mer- 
chants and business men to discount 


bills and to put into enlarged stock 
when business is moving rapidly, but 
I most certainly don’t believe in 
lending it, even on an acceptable 
statement, to someone who wants to 
use it for other than present busi- 
ness reasons. 

A certain type of borrower that 
finds a cold reception at my desk is 
the fellow who wants me to ‘‘bid’”’ 
for the privilege of lending him 
money. He comes to my desk with 
his financial statement and with a 
detailed description of the credit 
privileges offered him by a competi- 
tive bank down the street. He then 
tries to sell me on the idea that my 
competitor is a short-sighted, blun- 
dering Shylock in modern tweeds, 
and that I should be a smart enough 
banker to give him a line of credit 
twice as large. My reward for so 
doing is to be his banking business, 
from now on. That is, if I’ll raise 
the ante on the other bank’s credit 
offer. 

However, tell him tactfully, sub- 
tiy and politely that we don’t want 
his business under any cireum- 
stances. 

I believe that cases of this sort 
should be reported promptly to the 
bank that originally offered credit to 
the man. Such people are tricky and 
are never an asset to the community. 

In this connection, no matter how 
keen the rivalry, no matter how spirit- 
ed the competition between adjacent 
banking institutions, some sort of re- 
liable exchange of credit information 
should be available at all times. It 
is the only method whereby unsecrup- 
ulous borrowers, (and there are lots 
of them) can be kept from juggling 
credit lines past the safety margin 
and juggling commercial accounts 
around until they reach the red ink 
line. 


Exchange Credit Information 
Freely 


When credit information is desired 
by another bank, I believe in giving 
it freely—not only the essential 
facts, but also any other helpful data 
or knowledge that we may have per- 
taining to an individual instance. I 
always bear in mind that it may be 
our turn to ask for the favor next 
time. 

Credit information is, of course, 
old stuff to most of you, and is per- 
haps not closely interwined with 
credit philosophy, but I am wonder- 
ing if you have ever used the follow- 
ing method of checking up on bor- 
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rowers. It is old-fashioned, at least 
with us, but it does the business. 

Towards the close of each month 
we go through the cancelled check 
files of our borrowing customers, 
select checks that are evidently pay- 
able to creditors, and write our usual 
eredit letter to these people. In this 
manner we unearth much valuable 
information. A borrower will in- 
variably list on his financial state- 
ment those creditors with whom his 
dealings and payments have been 
satisfactory and prompt. 

That is why so many financial 
statements are misleading. From his 
cancelled checks we can obtain a list 
of practically all of them. If his 
rating is spotty (good with some and 
poor with others), we soon find it 
out. This method is highly effective 
and inasmuch as it is the bank’s duty 
to strictly safeguard all loans, it is 
also perfectly ethical. 

Should a bank lend to its diree- 
tors? No, as a general rule, I think 
not. We avoid this as much as pos- 
sible. A director helps to shape the 
policies of an institution, and thus 
has a finger in its management prin- 
ciples, so I don’t believe it is a good 
plan for them to use the bank for 
eredit purposes. Not even in states 
where the banking laws so permit. 

Loans to stockholders? Yes. 
Stockholders, in contrast, don’t as a 
rule have much to do with the shap- 
ing of bank policies. They are rep- 
resentative customers, ordinarily, 
and due to their holdings they are ex- 
ceptionally good customers, trying 
their best to aid the bank’s growth. 
I think they’re entitled to reasonable 
credit extension. Of course, the fact 
that they’re stockholders does not in 
any sense automatically let the bars 
down. They must pass the same 
credit tests that apply to others. 


Business Women Are Good 
Credit Risks 


Credit extension to business women 
is a subject that I would like to see 
treated in detail some day. Un- 
fortunately, my experience in this 
field has been more or less limited, 
but this I have discovered: Busi- 
ness women, almost without excep- 
tion, are very good credit risks. 

When a woman.goes into business, 
her shop, store, beauty parlor or 
whatever it may be, is a part of her. 
She brings to it somewhat the same 
interest she would show to one of her 
children. When it succeeds she is 
proud and happy. When it fails, she 
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MobDERNIZE 


Banking competition these days is just as inten- 
sive as in commercial lines. @ The bank which 
offers its customers something new, novel, unique 
and yet sane and sound is a step ahead. @ The 
Yale & Towne Mfg. Co. Plan of Vault Operation 
will place your bank a step ahead. It has a dis- 
tinctive appeal to your customers. It is compul- 
sory for them to first handle the key to the safe 
deposit box they select. The custodian never 
handles the keys— in fact the location of the keys 
is secret until the boxes are rented—and no one 
but the customer can handle them. @ There is a 
sturdy fibre envelope and a metal eye that sees 
that the customer gets the keys first. @ Naturally, 
the plan has a complete system of records whereby 
The Yale & Towne Manufacturing Co. can sub- 
stantiate the vault records at all times. @That 
means modern protection for everyone concerned 
in the transaction. Send today for booklet: “Yale 
Sealed Key Safe Deposit Locks.” Step ahead of 
your competitors. 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U.S.A. 


HE articles by Mr. Stronck published by THE 

BANKERS MONTHLY during the current year have 
held a great interest for me. I think you are to be 
congratulated upon having secured such a series, in 
that they offer, without a doubt, a great amount of 
every-day wisdom in the line of bank management 
and control. 


B. E. YOUNG 
Comptroller, Commerce Trust Co., 
Kansas City, Mo. 
Seven of these articles are 
available in book form at $1. 
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leaf records from any type of binder. 


It is superior to any current or transfer binder ever 
produced, as you can open it flat like an old style 


blank book. 


Fifty per cent saving in the cost when compared 
with other transfer binders. 


Our new Self Locking device, (pat. pend.) will per- 
manently bind your records. 


1 y) (One hundred and forty) banks in 
4 Chicago adopted this binder last year 


THE EDWARD J. JOYCE FILING Co. 


ESTABLISHED 1904 


Binders, Indexers and Organizers 
of Loose Leaf Systems 


56 W. Washington Street. Chicago 


is heartbroken and miserable. 
Women suffer much more keenly 
when an enterprise in the commer- 
cial world is a failure, than do men. 
As a result they put ‘‘everything 
they have’’ into it to make it suecess- 
ful. They run a business much like 
a good housewife runs a house; on 
an orderly, immaculate, systematic 
basis. And they have a certain 
scrupulous pride about meeting ob- 
ligations and keeping ‘‘clear with the 
boards.”’ 

Yes, I’ve found women to be good 
eredit risks, but, here also we must 
watch sentiment. Regardless of a 
bank officer’s inborn chivalry, a 
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woman in business must be required 
to pass the same credit tests that ap- 
ply to men. 


First National Bank in St. Louis 
Dividends for Year Total 17% 


MR. F. O. WATTS, chairman of the 
board of the First National Bank, an- 
nounced that in addition to the regular 
monthly dividend of 1%, payable December 
31, 1928, an extra dividend of 5% or $500,- 
000 was declared, payable to all stock- 
holders of record at close of business De- 
eember 15. This makes total dividends 
declared by the First National Bank in 
St. Louis for the year 1928 of $1,700,000 
or at a rate of 17%. 


Quantity Production 
And Lower Prices 


(Continued from page 20) 

The Morris Plan facilities simply 
constitute the pioneer in this country 
of industrial banking whereby mod- 
erate amounts of money ($50 to 
$5,000) are advanced to persons, 
firms or corporations based on their 
character and earning power, along 
with two co-makers or endorsers, at a 
moderate discount and on terms 
which enable the borrower to lay 
aside weekly or monthly a sum in 
the form of systematic payments or 
savings deposits with which to create 
a sinking fund in order to retire such 
loan one year after its date. 

These facilities simply enable the 
borrower to obtain the money with 
which to meet a pressing debt, or 
with which to remedy an economic 
evil, or with which to make an ad- 
vantageous purchase or to take ad- 
vantage of some business opportunity 
which would be otherwise denied 


without this new access to credit. 


(The purpose of the loans made by Morris Plan 
banks were listed on page 22 of the December, 
1928 BANKERS MONTHLY). 


In the one case, the consumer buys 
money on time payments; whereas 
in the other when utilizing the or- 
dinary instalment financing facilities, 
he usually buys some article of mer- 
chandise on the deferred payment 
plan which is liquidated through 
weekly or monthly payments. 

The latter usually costs more, but 
is more easily obtainable. The form- 
er is confined to a more restricted 
field. A Morris Plan credit is always 
the subject of comprehensive inves- 
tigation and is never extended ex- 
cept to serve some useful or construc- 
tive purpose. Merchandise is sold on 
a time payment basis to him who is 
willing to buy and usually without 
regard to the economic need there- 
for, this being left either to the 
knowledge of the consumer or to the 
qualities of good salesmanship. 


Experience to date has demon- 
strated that the wide-spread facil- 
ities of consumers’ credit have ad- 
vanced even beyond the selfish in- 
firmities of human greed and have 
escaped even the ravages and trage- 
edies of high-pressure super sales- 
men. 

This record is a great testimonial 
to the intelligence of the average 
American citizen, his character and 
common sense, and the constancy of 
his earning power, and the extent to 
which all these qualifications may be 
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collateralized in the larger develop- | 


ment under proper auspices of con- 
sumers’ credit. 

It is indeed interesting to calculate 
where the cycle of consumers’ credit 
and mass production is going to lead 
us economically. It has been wisely 
said that we have now come to de- 
pend on mass production so com- 
pletely that any attempt to interfere 
with it beyond the economic law of 
supply and demand might be a 
dangerous undertaking. This simply 
means that consumers’ credit must 
likewise be maintained in order that 
mass production may be continued. 

It is a well-known fact in the finan- 
cial world that industrial banking, 
furnishing credit for the individual 
consumer, with all its attendant facil- 
ities, such as the Morris Plan System 
inaugurated, is here to stay. It is in- 
separably associated with our pres- 
ent modern financial facilities to such 
an extent that it must now be recog- 
nized as a distinct branch of modern 
finance. 

When we speak of commercial 
banking and investment banking, 
fiduciary or trust company banking. 
and mortgage banking, our generic 
classifications are no longer complete 
unless we inelude industrial banking. 

To date, the Morris Plan System 
has loaned approximately one and a 
third billion dollars to nearly six 
million customers and the Morris 
System, with its affiliated enter- 
prises, is annually lending more than 
$400,000,000. 

The day is just beginning to dawn 
when industrial banking will make 
its contribution to the potential 
powers of human accomplishment in 
a way analagous to the enormous 
contribution which instalment finane- 
ing has made to the mass production 
of merchandise. I simply mean 
that there are more geniuses, inven- 
tors, more merchants and organizers 
among that incomparable army of 
American men and women who are 
bound to find their outlet and who 
are sure to manifest their superior 
capabilities as a result of the aid 
which will now be afforded them 
through the instrumentality of in- 
dustrial banking. 

And this form of banking will not 
merely confine its facilities to the ad- 
vance of money, but in addition to 
enabling the masses to find a new ac- 
cess to credit, it will also enable them 
to earry collateral insurance in all 
phases of protection, to own their 
own homes, to acquire high grade 
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protection 


The City Safe Deposit 
Company of Albany, 
N. Y. made a thorough 
research of bank lock 
equipment. Their deci- 
sion was for S&G Time, 
Combination,and Secret 
Key Changing Sealed 
Key Safe Deposit Locks. 





Impartial investigation—when the question of vault equipment 

arises, that is all we ask. We do not claim we are the only 

company that make good locks. What we do say is: Investigate. 

Compare. Test. Try. For in such tests and trials, Sargent &° 
Greenleaf Locks invariably prove their superiority. 


Sargent & Greenleaf, Inc. 


NEW YORK 


ROCHESTER 


Main Vault Doors 
Emergency doors 
Safe Deposit boxes 
Cashiers’ Lockers—Time 
Locks with Day & Night 
Attachments, Single Vision 


Dials for Combination Locks. 












Sargent & Greenleaf, Inc. 
Rochester, N. Y. 


Please send me complete informa- 
tion on S&G Locks. 
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EPLYING to your letter of November 8 


would say that I should certainly subscribe 
for THE BANKERS MONTHLY if we did not 


already have it in our files as one of our bank 


magazines. 
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securities, to purchase needful domes- 
tie articles, and obtain tools through 
the lower and less expensive medium 
of industrial banking. These facili- 
ties will measurably contribute and 
assist to solve the great problem 
which now threatens mass production, 
i. e., the high cost of distribution. 

Industrial banks will finance these 
products at lower cost than time 
facilities to date have ever made pos- 
sible. 

These are some of the comprehen- 
sive facts which the modern banker 
ought to know about the automobile 
situation and about the situation re- 
lating to any other product which 


is the subject of mass production and 
which is taking its place in the ranks 
which constitute the prosperity of 
today. 

Modern bankers must find new 
means and methods of cooperating 
more closely with industrial bank- 
ing facilities and with instalment 
facilities which conservatively and 
properly are aiding mass production, 
so that modern banks and modern 
banking will at least meet its share 
of responsibility in solving high cost 
of distribution. Mass production 
cannot continue longer to progress 
and still be suecessful unless the high 
cost of distribution is substantially 
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Practical in durability and operation 


An 


ATHEY 
SHADE 


may be instantly 
adjusted to shade 
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ATHEY SHADES are made of high grade coutil, 
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reduced. This necessitates a closer 
understanding and a more coopera- 
tive concert between large commer- 
cial banks and bankers and between 
industrial banks and bankers. This 
character of cooperation does not 
mean competition. 

If the industrial bank is going 
measurably to aid the distribution 
emanating from mass production and 
will directly contribute in the solu- 
tion of extensive and more econom- 
ical distribution, the result will be 
continued prosperity and greater 
wealth among manufacturers, job- 
bers and retailers. Their healthy 
financial status will mean a continua- 
tion of the prosperity which com- 
mercial banks have enjoyed during 
recent years. 

All of this, therefore, constitutes a 
circle of mutual interest. The com- 
mercial banker finances the manu- 
facturer and jobber. The manufac- 
turer produces in quantity. The 
publie gets better products at lower 
prices. Industrial banks and finance 
companies enable the majority to 
buy and consume the product on time 
payments. 

A clear-cut understanding of the 
function of each of these institutions 
is necessary. The commercial banker 
ean largely regulate the control of 
this business and largely prevent its 
abuse. Experience has become so 
seasoned that those skilled in this 
business now know what is good 
practice and what is bad practice— 
what constitutes a safe risk and what 
constitutes an unsafe and expensive 
risk, 

In the last analysis, if mass produc- 
tion and mass consumption and gen- 
eral prosperity are to continue, then 
cheap money and skilled manage- 
ment working conservatively and 
soundly together should create and 
regulate constructively consumers’ 
eredit, the great incentive and the 
great power supporting mass con- 
sumption. But no permanent good 
can ever result unless this consumers’ 
eredit is so soundly stabilized, that 
its very economic stabilization will 
insure its sound facilities at lower 
costs to those entitled to use them. 


THE FIDELITY NATIONAL BANK & 
TRUST COMPANY of Kansas City and 
the New England National Bank of Kansas 
City, have consolidated under the name of 
the former. This makes three large banks 
for Kansas City. The new bank has capi- 
tal of $5,700,000 and deposits nearing 
$50,000,000. It is understood that a new 
bank building will be erected. 


———— 
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Leonard Matthews Celebrates 
His Hundredth Anniversary 


(Continued from page 22) 

ed on service. ‘‘In 1873 Governor 
Miller of Arkansas, applied to the 
firm for a loan to the state of $300,- 
000, to mature in one year, in antici- 
pation of taxes due in six months; 
the loan to be seeured by a duly 
authorized note of the state, endorsed 
by a number of the state’s wealth- 
iest men. 

‘‘The firm agreed to float the loan 
and after unsuccessful attempts to 
do so in New York, it was floated 
in St. Louis through the assistance 
of The Boatmen’s Bank. This busi- 
ness being successful, the firm ae- 
cepted the proposition of being 
fiscal agents for the State of Arkan- 
sas and continued in that capacity 
until the state had no further need 
for financial assistance. 


Abundant Credit Not Always 
an Advantage 


‘‘Edwards and Matthews had 
abundant credit at the banks. While 
in many ways this is an excellent 
feature in business, yet human na- 
ture is such that it may be a very 
dangerous one,’’ Mr. Matthews writes. 
‘*Our credit being so well established 
in the community also acted to our 
disadvantage in many instances. 
Our bills were always paid promptly 
and we were rated as ‘multimillion- 
aires,’ when a large portion of our 
business was conducted on credit. 
I will relate one instance. The City 
of St. Louis advertised to sell $750,- 
000 bonds and in connection with 
Blake Bros. & Co. of New York, we 
determined to bid for them, although 
we had only about $15,000 in The 
Boatmen’s Bank. 

‘*T told the president, Mr. Rufus 
J. Lackland, we intended to make 
a bid and would want the bank to 
eertify our check for $75,000, as the 
City required ten percent of the 
amount in a certified check to ac- 
company each bid. If we were the 
successful bidders, we would deposit 
the bonds with his bank, accom- 
panied by our draft for the $750,000 
and any premium we might have to 
to pay, the bank to credit or remit 
the amount to the city. 

‘Mr. Lackland heard my expla- 
nation and in an instant said— 
‘Matthews, I will certify your check, 
and if you are the successful bidder, 
give us your draft on Blake Bros. 
& Co. and take the bonds in your 
valise to New York. In that way 
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HEN you need to employ the banking or collec- 
W:... facilities of a St. Louis institution, call on the 
National Bank of Commerce in St. Louis for service. 
Banks in all parts of the United States have found they 
obtain from us a thorough covering of the St. Louis 
Area through a well-organized credit department and 
a capable investment subsidiary. 


OLIVE TO PINE 












Service in the Southeast 


For 63 years the Atlanta and Lowry has served 
its correspondents promptly and accurately, 
broadening such service as the commercial 
progress of the southeast created new demands. 


Combined Resources More Than $70,000,000 


ATLANTA AND LOWRY 
NATIONAL BANK 


AND 
TRUST COMPANY OF GEORGIA 





— in St. Louis ~ 


Seven distinct 
departments 
built for service: 


Commercial 
Savings 


Trust 


RESOURCES NEARLY $100,000,000 


Investment 
Foreign 
Credit 


Safe Deposit 





How to Increase 


BANK PROFITS 


H. N. STRONCK 


consultant to banks and bankers, 
has prepared a series of seven 
articles on bank administration 
that have helped many banks to 
increase profits. These articles 
were originally published in THE 
BANKERS MONTHLY, Rand 
McNally & Co., Chicago, and are 
now available in booklet form. Just 
ask for “Seven Articles on Bank 
Administration”, price £1. 


THE BANKERS MONTHLY 
538 So. Clark St., Chicago 
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you can save $1.10 express charges 
per $1,000.’ Well, we were the suc- 
cessful bidder, and I did as he sug- 
gested, but I would rather pay the 
express charges than have _ the 
anxiety again. 

‘Some may say that this was not 
good banking, but the great mass 
of people are honest. A very large 
volume of business is now done on 
what is called ‘Single-name paper.’ 
I believe the most successful bankers 
are those whose psychologic instincts 
show them whom to trust, or other- 
wise. They get the business. 


Mr. Matthews Held 
Many Offices 


‘‘About 1872, I was appointed 
fiscal agent for the Government to 
sell the five percent bonds; was a 
director in the Provident Savings 
institution, of which Carlos 8S. Greely 
and later William Groshon were 
presidents and still later William H. 
Thompson, receiver. In 1874 I be- 
came a director in the Third Nation- 
al Bank. From 1870 to 1880 I was 
receiver in bankruptcy of Brown, 
Weber & Co., wholesale druggists; 
St. Louis Barrel Co.; O’Fallon & 
Hatch; William M. Price; Hall Safe 
Co. and Parker Russel & Co. After- 
wards I was local vice president of 
the Maryland Casualty Co. of Balti- 
more; was vice president of the 
Security Casualty Co. of St. Louis 
and trustee of the Missouri Botanical 
Garden. In 1884 I was made a 
Charity Commissioner; vice presi- 
dent of the Hannibal Water Co.; 
vice president of the First Mercan- 
tile Trust Co., which was succeeded 
by the Lincoln Trust Co. and also 
one of the Trutees of the Martha 
Parson’s Hospital. 

Mr. Matthews has lived to see the 
firm he founded, now known as 
Whitaker & Co., grow both in size and 
importance, the scope of its affairs 
now including all lines of invest- 
ment banking. Outgrowing its orig- 
inal quarters it moved to the Mer- 
ehants Exchange and continued in 
that location until 1888 when it 
moved to the present location at the 
northeast corner of Fourth and Olive 
Streets. In the same year Mr. Mat- 
thews, then 60 years, retired from 
the firm. 

Less than a week before Mr. Mat- 
thews’ hundredth anniversary, the 
St. Louis Post-Dispatch, a much 
younger institution than his house 
of Whitaker & Co., published its 
fiftieth anniversary edition, one sec- 
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tion of which was a replica of its 
first edition, published December 12, 
1878. 


A Pioneer Financial Advertiser 


One of the two financial advertise- 
ments appearing in this first edition 
of the Post-Dispatch was published 
by Mr. Matthews’ firm of Matthews 
& Whitaker. On its second page 
was published an article regarding 
the resumption of specie payments 
by the United States. Prominent 
bankers of St. Louis were inter- 
viewed on the probable effect of this 
resumption of specie payments and 
it goes without saying that the only 
one of those men alive today is Mr. 
Matthews. 

He was quoted as saying, among 
other things, ‘‘Congress seems to be 
taking the view that they are masters 
of the people, but the banks can show 
the national legislature that they are 
the most powerful in financial mat- 
ters. My idea is that resumption 
will go on easily and smoothly, 
though it is not unlikely that a few 
people will put away a few gold 
dollars at first, but as a matter of 
euriosity only.’’ 

This pioneer investment banker, 
pioneer financial advertiser, and 
pioneer American was in full posses- 
sion of his faculties when his chil- 
dren, grandchildren, and _ great 
grandchildren gathered about him on 
his hundredth birthday. His memory 
of somewhat distant happenings, 
like the founding of the city of 
Chicago, the Mexican War, the Gold 
Rush to California, and the eject- 
ment of the Mormons from Missouri 
and Illinois, was clear and circum- 
stantial. 

He could talk in the most inter- 
esting way of the days of wildcat 
banking and shin plaster bills so 
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Greetings 


HERE 


comes 1929 over the 
horizon bringing new ideas—new 
opportunities. It is our wish that 
the New Year will bring you a 
full measure of happiness 
and success. 





ENGINEERS NATIONAL BANK 


OF CLEVELAND 


St. Clair Avenue and Ontario 
Broadway and East 55th Street 


‘“*4 National Bank For All People’”’ 








DIFFUSELITE BLINDS 


Daylight and Ventilation 
Correctly Distributed 


LLUMINATING Engineers have found that they are the * 

only scientific method for distributing natural light. No 

sharp lines of demarcation between light and shadow. 
Plentiful ventilation. Handsome in appearance. Substantial 
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Investment 


Problem 


We offer our custom- 

ers unbiased judg- 

ment based upon 

up-to-date analysis 

and the experience 
of 104 years. 
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doubtfully secured :that it made 
little difference whether they were 
counterfeit or not. He could well 
remember the first national banks 
that existed in the United States, but 
he was equally acquainted with the 
Federal Reserve System and _ its 
effect on war and post-war financing. 
To the young people around him who 
speak of sudden and revolutionary 
changes in American life during 
recent years, his book seems to say 
with an indulgent smile, ‘‘My dear 
young friends. I have heard about 
these revolutionary changes on every 
one of my birthdays. I take them 
just about as seriously on the hun- 
dredth as I did on the first.’’ 


Cincinnati Loses by Death of 
Charles A. Hinsch 


A genius for banking marked the career 
of Charles A. Hinsch, president of the 
Fifth Third Union Trust Co., whose pass- 
ing on December 18th following an appen- 
dicitis operation is mourned by both 
financial and civie Cincinnati. 

Eight years after entering the Fidelity 
National Bank in 1889 he became its 








CHARLES A. HINSCH 


president. Under his guidance, there fol- 
lowed a succession of mergers and con- 
solidations, until in 1919 the Fifth Third 
Union Trust Co. was the result. 

Mr. Hinsch was very prominent in civic 
and philanthropic activities of Cincinnati. 


Forms of Wills and Trusts 


The Security Trust & Savings Bank of 
Los Angeles has prepared a_loose-leaf 
folder filled with specimen documents need- 
ed by attorneys and trust departments. 
These consist of the following specimens: 
Specimen will, declaration of trust, trans- 
fer and acceptance of additional property 
under trusts, with-drawal of property from 
trust, exercise of power of appointment 
and revocation of trust. 
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“What about Your Property 
If You Don’t Come Back?” 
(Continued from page 18) 


happen to you and you didn’t come 


back? What then? 

Dawson: Hmmm. Hadn’t 
thought of that. What do you sug- 
gest ? 


(Then follows a discussion of wills, 
using the amount of the estate and in- 
surance to correspond with the status of 
the people in the audience.) 


Dawson: It seems to me that 
this will be the best arrangement: 
After you have paid all my debts, 
taken care of special bequests and 
made delivery of my personal effects 
to my wife, the rest should be placed 
in trust with the trust company as 
trustee, giving my wife the net in- 
come for life. If the income is not 
sufficient to maintain the home and 
give the two children a reasonable 
and suitable college education, then 
such amount or amounts as my wife 
and the trustee deem advisable should 
be advanced from the principal of 
the trust. After the death of my 
wife, the trustee could make distribu- 
tion of the property in such manner 
as he wishes—either retaining it in 
trust to be paid over to the children 
at designated times or in such man- 
ner as he might choose. 


(In the event they were using the small 
amounts, they then determine how much 
thinks his wife should have 
monthly in order to maintain the home 
and give the children a reasonable and 
suitable college education, which, of 
course, would be quite a bit in excess of 
the amount of the estate and insuran:e 
combined, so that it would be necessary 
to recommend the taking out of more 
insurance and placing the insurance in 
an insurance trust, instead of making it 
payable direct to Mrs. Dawson, and giv- 
ing the reasons therefor.) 


Dawson 


Dawson: That makes a splen- 
did arrangement and I’m all for it, 
but I’m afraid my wife won’t like it. 

Maynard: Why not? 


Dawson: She won’t like the 
idea of having this property placed 
in trust. She’ll feel that she is per- 
fectly competent to look after her 
own affairs and that in making such 


an arrangement I doubted her 
ability. 
Maynard: The question of 


her ability doesn’t enter into it at 
all. Undoubtedly she could handle 
it and do it well, but it would take a 
great deal of her time and effort. 


But by putting it in trust you relieve 
her of the work and worries of col- 
leeting money due her and reinvest- 
ing it, thus giving her all her time 
for her family. And that, you'll 
agree with me, I believe, is distinctly 
important in this day and age. 


Dawson: True enough and an 
excellent idea. But what about— 


(and they discuss a few of the other 
conditions of the will, including the ap- 
pointment of the corporate executor and 
trustee, explaining the advantages of the 
corporate executor and trustee over an 
individual in the same capacity, and 
showing that the statute fees for han- 
dling the estate are the same.) 


Dawson: Splendid! I feel 
that this has been a very profitable 
eall. If you will get those instru- 
ments prepared and ready for signa- 
ture I’ll drop in tomorrow and sign 
them. 


Then we throw the meeting into 
a questionnaire, and in every case we 
have had a great many questions 
“asked which showed us that most 
of the people were interested in, at 
least, a portion of the discussion. 


Why should your bank perform 
any service free? 





Prompt, Efficient Service 
to Correspondents 


The Bank of America, corner 
LaSalle and Madison Streets, 
Chicago, also showing Chicago 
Central Aerial Beacon. 


Out of town banks are invited to avail themselves 
of the comprehensive facilities of The Bank of 


America. 


Prompt, efficient service is given all 


collection items and other banking business. 


If you are interested in a strong, progres- 
sive correspondent in Chicago, we will 
welcome an opportunity to serve you. 


THE BANK OF AMERICA 


Founded 1855 


CHICAGO « ILLINOIS 


Resources over thirty-five million 
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Vice President Dawes To 


Head Merged Banks 


ICE President Charles G. Dawes will become chair- 
man of the board of the Central Trust Co. of Illinois 
when he leaves Washington, D.C. March 4. He will havea 
merged bank in enlarged quarters as the following indicates 


Acquisition of the Bank of 
America of Chicago by the Central 
Trust Co. of Illinois has been agreed 
to by the directors of both institu- 
tions. The plan will give another 
large bank to Chicago, and will mark 





CHARLES G. DAWES 


To be chairman of the board, Central 
Trust Co., Chicago 


a further advance in the importance 
of the city as the financial capital 
of the Middle West. 

According to officials of the banks, 
total assets of the consolidated insti- 
tution will be approximately $160,- 
000,000 including deposits of about 
$133,000,000 and combined capital, 
surplus, and undivided profits of ap- 
proximately $21,000,000. 

The consolidated bank will keep 
the name of Central Trust Company 
of Illino#s and will have capital stock 
of $10,500,000 of which $8,000,000 
is represented by the present out- 
standing capital stock of the Central 
Trust Company. The stock of the 
Bank of America will be repre- 
sented by outstanding stock valued 
at $2,500,000. The new stock of the 
merged banks will be issued to Bank 
of America stockholders on a share- 


62 


for-share basis. 

The officers of both banks expect 
that at the time the consolidation 
will be effective, the book value of 
the stocks of both institutions will be 
substantially the same. The stock- 
holders of the Bank of America will 
be given the privilege of purchasing 
at asset value, shares of the Central 
Securities Corporation. 

Charles G. Dawes, retiring vice 
president of the United States, will 
become chairman of the board of 
directors of the new bank after 
Mareh 4 when the Hoover adminis- 
tration is inaugurated. M. E. Greene- 
baum, now chairman of the board of 
the Bank of America, will be vice 
chairman of the executive committee. 

Joseph E. Otis, president of the 
Central Trust, will remain president 
and chief executive officer, and O. 
Howard Marfield will be chairman of 
the executive committee. 

The Greenebaum Investment Com- 
pany will remain in existence, not 
figuring in the consolidation. After 
the merger is effective, the enlarged 
bank will move into the quarters of 
the Continental National Bank and 
Trust Co., which recently merged 
with the Illinois Merchants Trust 





M. E. GREENEBAUM 
To be Vice Chairman of the Board 


Co. The Greenebaum investment 
business will be expanded, according 
to W. J. Greenebaum, vice presi- 





JOSEPH E. OTIS 


President, Central Trust Co. 
of Illinois, Chicago 


dent, and will occupy the entire 
banking floor of the Bank of America 
building. 


Detroit Bank Encourages 
Aviation 


‘* Aviation has three principal relation- 
ships to business, as customer, competitor 
or as servant,’’ said William P. MacCrack- 
en, assistant secretary of commerce for 
aeronautics, in his address before the an- 
nual scholarship dinner of the Union Trust 
Co. of Detroit which inaugurated the 
yearly scholarship contest. 

‘*Let us consider the relationship of 
aviation to the financial institution. There 
is in the United States today about $150,- 
000,000 worth of capital invested in avia- 
tion. You can’t put this amount of money 
together without doing business with many 
banks. Aviation today is primarily a de- 
positor and only occasionally a borrower. 
With the big companies that are now being 
organized for the promotion of aviation, 
the customer relationship between aviation 
and the financial institution will become 
more and more close with aviation’s use of 
the financial institution to issue stocks and 
bonds and to conduct trusteeships. 

‘*There is no competitor relationship 
between aviation and banking. There is a 
very definite way in which aviation serves 
banking. Currency, checks, stocks or bonds 
do no one any good while they travel from 
one place to another. By providing the 
speediest possible transportation, the air- 
plane saves interest for the financial insti- 
tution. ’’ 

The subject of the Union Trust Com- 
pany ’s essay contest this year is ‘‘ Aviation 
as a Business.’’ Under the rules of this 
contest, five $1,000 scholarships in the uni- 
versity of the winners’ choice are offered 
to high school seniors in Wayne, Oakland 
and Macomb counties who write the best 
essays on the assigned subject. At the 
dinner this year were 600 guests. 
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WHITAKER & COMPANY 
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Four Thousand Dollars Saved 
For Customers 


By F. A. AUGHERTON 
Vice President, Dime Bank Title & Trust 

Company, Wilkes Barre, Pa. 
Like 


many other towns in the 
country, Wilkes Barre is running 
wild in speculating in the stock 
market. As a result the town has 
been flooded with ‘tipster sheets’ of 
the swindling stock broker. 

Many. inquiries from customers 
and others regarding certain stocks 
that I knew to be worthless, prompt- 
ed us to take steps to protect our 
friends against fraudulent promoters. 
We issued a booklet with the title, 
‘“Investigate Before You Invest,’’ 
and the sub-title, ‘Do not purchase 
securities from unknown brokers un- 


til you have read this booklet.’’ 
While this was a 20-page booklet, 
only four pages were used for ex- 
planatory matter. Thereafter the 
pages were filled with lists of the 
names of twelve fraudulent tipster 
sheets and their publishers. Many 
of those who received these booklets 
discovered the names of concerns 
from whom they had _ purchased 
stocks and we were able to save 
several thousand dollars for our eus- 
tomers by suggesting that they re- 
fuse to accept delivery of the worth- 
less stock ordered. 


Window Display Showed 
Worthless Stocks 


We tied up the distribution of this 
booklet with a window display of 
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NEW YORK 
MILWAUKEE 


BOSTON 


Meeting New Demands 


for Customer Service 


Bank customers today demand a great deal more 
than ten years ago. They not only deposit 
money, make loans, join Christmas Clubs, have 
savings accounts and keep a safety deposit box, 
but also invest and speculate in bonds and stocks. 


The banker, realizing that it is to his own ad- 
vantage to direct the investment of his custom- 
ers’ funds into safe channels, is anxious to give 


the best possible advice. 


You have at your command for this purpose 
our Department of Economics and Surveys, 
closely in touch with markets, industries and 
economic conditions in every part of the coun- 
try. Full use of this service is available, without 
cost or obligation, for reports on customer or 
bank holdings, individual industries and sug- 


Our booklet, “A Valuable Aid 
to Banks and Investors,”’ de- 
scribes this service more fully. 


Send for a copy. Ask for 


AC.ALLYN*“° COMPANY 


INCORPORATED 


Investment Securities 


67 West Monroe Street, Chicago 


PHILADELPHIA 
ST.LOUIS MINNEAPOLIS 
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worthless stock certificates showing 
the price paid for the stock and 
what the same sum placed in a sav- 
ings account would amount to if the 
money had been placed in our bank 
instead of having been invested in 
the stock. We distributed some 10,- 
000 of the booklets in a week. The 
local papers of our city gave us con- 
siderable news space and the Wall 
Street Journal of November 22nd, 
devoted a quarter of a column to 
the booklet. Consequently we feel 
that, even if we had not received 
any new accounts as the result of 
this record, the many favorable ex- 
pressions from our customers and 
the general public would more than 
have repaid us for the time and 
money spent. 


Leavell Made Vice President 
of Continental National Co. 
James R. Leavell. was recently elected 


the executive vice president of the Con- 
tinental National Co., the investment or- 





JAMES R. LEAVELL 


Vice President, Continental National 

Bank and Trust Co. and Executive 

Vice President, Continental National 
Co. Chicago 


ganization affiliated with the Continental 
National Bank and Trust Co. of Chicago 
He is a vice president of the bank and 
will retain that position. 

Mr. Leavell came to Chicago in 1920, as 
vice president of the Continental. Prior 
to that time he had been vice president of 
the First National Bank in St. Louis and 
assistant cashier of the Mechanics Ameri- 
can National Bank, also of St. Louis. 





Flint will have the largest Michigan 
bank outside of Detroit when the consoli- 
dation of the INDUSTRIAL SAVINGS 
BANK and the UNION TRUST & SAY- 
INGS BANK, headed by C. 8S. Mott, is 
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completed January 15th. Plans have been 
perfected for the construction of a beauti- 
ful new building to house the new institu- 
tion. The capital, surplus and profits of 
the new bank will be more than $3,000,000, 
with general assets of more than $30,- 
000,000. 


GUARANTY CO. of New York has taken 
corporate proceedings to increase the capi- 
tal stock of the company from $5,000,000 
to $9,000,000. When this increase in capi- 
tal becomes effective a stock dividend of 
$4,000,000 will be declared out of the com- 
pany’s surplus and reserve accounts. As 
the Guaranty Trust Co. of New York owns 
all of the stock of Guaranty Co. of New 
York, the dividend will be paid to the 
Guaranty Trust Co. of New York. 


Two things make a great banker— 
knowledge of banking, and the desire 
to serve. 


California Gets Second Largest 


State Bank 


With the merger of the United Security 
Bank & Trust Co. of San Francisco and 
the Merchants National Trust & Savings 
Bank of Los Angeles, California acquires 
the second largest state bank in the 
United States. The Guaranty Trust of 
New York is the largest. 

This new big institution begins its op- 
erations with capital assets of $50,000,000 
and total resources of more than $400,- 
000,000. It is exceeded in size only by the 
Bank of Italy, in the state of California. 

The merger will create an organization 
of more than 90 banking offices in 50 
California cities and towns and will, in 
addition, provide channels for immediate 
further expansion through more than 60 
hanking offices which are owned by the 
United Security Bank and Trust Co. and 
have been heretofore operated as affiliated 
banks. 


Recently elected officers of the Associa- 
tion of American Bank Travel Bureaus are 
as follows: President, A. H. Price, American 
Trust Co., San Francisco; first vice presi- 
dent, C. Leidich, C. Leidich-First National 
Bureau, Detroit; second vice president, 
C. G. Andrews, Diamond National Bank, 
Pittsburgh; secretary-treasurer, John 
Stocks, The First National Bank of 
Chicago. 


Save Banks, Don’t 
Close Them! 


(Continued from page 11) 


banks but he has closed at least 20 
banks. Our motto is: ‘‘Save banks, 
don’t close them.’’ If there are too 
many, consolidate them. 

I have an abhorrence for a failed 
bank. I consider the accomplish- 
ments of our clearing house examiner 


working under the stimulus of a 
regional clearing house association 
proof conclusive of the effectiveness 
of this plan. 

He has not only been able to ac- 
complish the salvation of all of these 
banks mentioned, but he has done so 
not with a club but with his argu- 
ments. He has convinced these peo- 
ple that it is the cheapest, easiest, and 
most honorable way-out of their dif- 
ficulties. 

Another startling facet in regard 
to this matter is that the wisest per- 
son in our midst would never have 
guessed that such conditions existed 
at all. 

In large sections of the Middle 
West, public confidence has suffered 
greatly as a result of the insecurity 
of banking conditions. 


Debate Society Selects 
New Officers 


The Debate Society of the Chicago 
Chapter American Institute of Banking, 
which has attracted unusual support from 
the banks of Chicago, has developed some 
real talent to compete locally and with 
teams from other cities. By supporting 
the Society, banks feel they” are aiding 
junior executives to develop poise and self- 
assurance which is a necessary factor in 
successful debating. 

New officers have recently 
nounced by the Chicago group. H. Clinton 
Kinkaid, Manager, Savings Department, 
Harris Trust and Savings Bank succeeds 
J. Cecil Bessel as president. Mr. Bessel 
has been transfered by his company to 
Boston. Erwin Lampe, of the Continental 
National Bank & Trust Company has been 
elected vice president. 

Rudolph Ostengaard, assistant cashier 
and advertising manager of the Capital 
State Savings Bank has been elected chair- 
man of the membership committee. 


been an- 








A NATIONAL CITY 


MAN CAN HELP YOU 


...When you want 





speedy action on 


investments 


Speed is one of the essentials you have a 
right to expect from your investment house 
—speed in executing transactions — speed in 


obtaining quotations, speed in finding re-sale 


markets, speed in getting information for 


your customers. The National City Company 
is equipped to give you the quick service you 
require. It maintains an eleven-thousand-mile 
private wire system to facilitate transactions 





for its customers. A National City man at 


BONDS + 





NOTES »* 


the nearest office puts this equipment to 
work for you whenever you say the word. 


The National City Company 


National City Bank Building, New York 
Offices in more than 50 leading cities throughout the world 


SHORT TERM 


ACCEPTANCES 
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Oceanic Banking 
Opportunity 


(Continued from page 21) 
722,000, representing average sales 
per year of that amount throughout 
this period. In addition, the bankers 
also handled an average of $7,791,- 
000, covering bills of exchange drawn 
on New Zealand. On the other hand, 
the Australian bankers drew upon 
the United States for an average 
each year of $12,312,000, and those 
of New Zealand for an average of 
$3,758,000. These earlier years can 
therefore be justifiably termed 
‘‘vears of theory’’ when banking 
and commercial relationship between 
the two nations was in its infaney. 
During 1927, these original theories 


became ‘‘actions,’’ resulting in bank 
clearances between the United States 
and Australia covering $159,125,666 
worth of American exports, or more 
than four times the amount of Aus- 
tralian purchases during any of the 
average years of 1910 to 1914. 

New Zealand likewise evidenced its 
friendship during 1927 by purchases 
with bank clearances amounting to 
$32,517,214, also more than four 
times those of the earlier period. 


Australia and New Zealand 
Good Customers 


To what extent American bankers 
reciprocated with the exchange of 
American funds through banking 
channels for Australian produce is 
shown by the fact that in 1927 we 


\" HERE you can 


discuss your most im- 
portant banking prob- 


lems with assurance of 


experienced guidance. 


FREDERICK H. RAWSON 
Chairman of the Board 
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imported $38,626,656 worth of their 
goods, and $12,670,536 worth of 
merchandise from New Zealand. It 
should, therefore, be very obvious to 
the American banker that the bal- 
ance of commercial friendship is 
vastly in favor of our customer, and 
that the moneys reaching American 
banks through this channel of trade 
are many times greater than those 
going to the Australian banks. 

During the first seven months of 
1928 foreign exchange drafts to Aus- 
tralia by American bankers have 
reached the total of $78,434,651, 
while those to New Zealand amounted 
to $20,875,383. 


Future Trade Prospects 
Enormous 


The Japanese fraternity of manu- 
facturers and bankers firmly believe 
that the period of the next five years 
will see a doubling of the business 
between the United States and Aus- 
tralia and New Zealand, due to an 
awakening among the people of the 
South Seas who are now demanding 
the most improved machinery, the 
latest fashions in wearing apparel, 
the finest of American automotive 
products, together with numerous 
raw products from American farms 
to be converted by the factories of 
Australia and New Zealand. 

Many of the American bankers 
now visiting Japan, or at such times 
as they consulted with Japanese 
bankers visiting America, have ex- 
pressed the viewpoint that they are 
bankers and not commercial agents. 

In response to such remarks, Mr. 
Kodama expressed himself as believ- 
ing that the most inviting and easiest 
earned bank profits could be gained 
through the channels of international 
trade; and that it behooves every 
banker, regardless of the nation in 
which located, to give a greater share 
of his time to the study of interna- 
tional banking requirements than 
many of them are doing at the pres- 
ent. The growth of many of the 
Australian banks was pointed out 
as an evidence of profits possible, 
and which had been accumulated 
mostly from charges on bills of ex- 
change. 

He called attention to the Com- 
mercial Banking Company of Syd- 
ney, Australia, as an example, and 
to its growth from 1907 to the pres- 
ent day, emphasizing the fact that 
the assets of the Commercial Bank- 
ing Co., in 1907 were merely £18,- 
948,291, and that these were in- 
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ereased by June 30, 1927 to a total 
of £62,771,239. 

Mr. Kodama also brought forth 
similar points pertaining to the 
growth of other Australian banks, 
basing his contention about their suc- 
cess upon the main point of “‘ profits 
from bills of exchange.’’ Other 
Japanese bankers seem to hold to 
this same viewpoint and the unan- 
imous expression was that Australia 
and New Zealand offer today one of 
the most secure and permanent 
sources for banking profits if Ameri- 
ean manufacturers and bankers will 
put forth a concentrated effort to de- 
velop the field. 

The facts plainly tell what has 
been done in the period ranging from 
1910 to 1927, and with the develop- 
ment, which is now taking place and 
is in progress in both Australia and 
New Zealand today, it seems certain 
that the Japanese are justified in ex- 
pressing themselves about the op- 
portunity which is certainly beckon- 
ing to America from Greater 
Oceania. 


Service Is Perishable 


Sell It Quickly 


(Continued from page 16) 


is an excellent opportunity for bank- 
ers to perform a valuable service not 
only to the railroads but to their 
fellow citizens by bringing these facts 
to publie attention and pointing out 
the desirability in the public interest 
of earnings for the railroads suffi- 
cient to assure a fair return to rail- 
way investors and thereby to safe- 
guard railway credit. Many other 
equally-promising opportunities 
await bankers who are disposed to 
take advantage of them. 

The service performed by the rail- 
roads is an essential factor in nearly 
every phase of modern life. This 
gives bankers the assurance that in 
exerting their influence and efforts 
to promote the welfare of the rail- 
roads they are making an important 
contribution to the advancement of 
the interests of our nation as a 
whole. 


Straus & Co. Elect Nine 
New Directors 


The board of directors of S. W. Straus 
& Co. elected S. W. Straus chairman of the 
board at his request and promoted to the 
presidency, Nicholas Roberts, for many 
years one of the chief executives of the 
organization. Announcement also was 
made of the election by the stockholders 
of nine directors from the rank and file of 


the organization membership. 

8S. W. Straus, who has been president of 
the company for 33 years, gave out a state- 
ment at the close of the meeting that, as 
chairman of the board, he will continue to 
participate in the affairs of the company 
throughout the United States and abroad 
in cooperation with the new president. 

The election of nine new directors as 
direct representatives of the organization 
in the management of the company’s af- 
fairs, to serve with the ten previously 
holding office, follows the recently an- 


stock of the company to members of the 
organization. The new directors were select- 
ed from various sections of the country and 
from various departments of the business, 
in order to secure as completely as possible 
a composite point of view on all important 
matters. 


GEORGE WOODRUFPF, vice chairman 
of the National Bank of the Republic, was 
recently elected president of the Bankers 
Club of Chicago. The Bankers Club is 
composed of the leading bank officers of 


nounced sale of 50,000 shares of the capital ” Chicago. 


The New York Trust Company 


Capital, Surplus and Undivided 


Profits . . 


$34,000,000 


— 


Domestic and Foreign Banking Facilities 


Personal Services 


Trust Services 


100 Broadway 


57th Street and Fifth Avenue 


IMPORTS 


40th Street and Madison Avenue 


N:Z 





EXPORTS 


NATIONAL BANK of 
NEW ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E. C. 2 
Chief Office in New Zealand :-WELLINGTON 


BRANCHES 


and AGENCIES THROUGHOUT NEW 


ZEALAND. 


CORRESPONDENTS IN ALL PARTS OF THE WORLD. 


Authorised & Subscribed Capital 


Paid-up Capital 


Reserve Fund & Undivided Profits 


$10,878,845 
$20,878,845 


The Bank issues DRAFTS and LETTERS OF CREDIT, makes Mail 
and Telegraphic Transfers, opens Current Accounts, negociates and 
collects Bills of Exchange, and conducts every other description of 
banking business with New Zealand. 
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ITH its sound and conser- 


vative policies the Citizens 
has attained a position as one of 
the largest banks on the Pacific 
Coast. Your account is invited. 


RESOURCES EXCEED $120,000,000 


CITIZENS 


NATIONAL TRUST & SAVINGS 


‘BAN K: 


LOS ANGELES 





WE like THE BANKERS 
MONTHLY and get a 
great deal out of it. 

F. 0. BIRNEY 


Pres., Reliance Bank & Trust 
Company, Chicago 
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PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1,350,000,000 


($5= £1.) 










Head Office: 
15, BISHOPSGATE, LONDON, E.C.2 






UNION BANK OFFICE: 
2, Princes Street, London, E.C. 2. 


OVER 1,200 OFFICES. 





The Bank offers 
SPECIAL FACILITIES 
for the Conduct of the Accounts of 


OVERSEAS BANKS. 





AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 


















= line with the development of 

larger financial institutions, St. 
Louis now has an important merger. 
Two banks The Mississippi Valley 
Trust Co. and the Merchants-Laclede 
National Bank are the banks to be 
joined. J. Sheppard Smith is presi- 
dent of The Mississippi Valley and 
George E. Hoffman is president of 
the Merchants-Laclede. Mr. Hoff- 
man will become chairman of the 
board of the new institution and Mr. 
Smith will be the president. The 
merger will result in an institution 
with resources of about $80,000,- 
000. 

The details of the merger had not 
yet been determined at the time of 
going to press, and so it is not known 
just what the name of the new bank 
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St. Louis Merger Announced 


THE SADDEST SEASON OF 
THE GOLFER’S YEAR 






_ 


Cleaning Out The Locker 
For the Winter 


Mississippi Valley Trust Company and 
Merchants-Laclede National Bank to com- 
bine as the third largest bank in St. Louis 


will be. It is announced that the 
entire staff of each institution will 
be retained in the merger. 

An interesting feature of the 
combination of these two banks is 
that there is practically no duplica- 
tion of the business. The Merchants 
Laclede has done a commercial bank- 
ing business, whereas the Mississippi 
Valley, in addition to this, has had 
a savings account department, a 
trust department, a real estate de- 
partment, bond department, and safe 
deposit vaults. Both banks have long 
played an important part in the 
financial history of St. Louis and are 
among the city’s oldest financial in- 
stitutions. The present officers of the 
two banks, it is understood, will be 
retained. 
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J. SHEPPARD SMITH 


Pres., Mississippi Valley Trust Co., 
St. Louis, to be president of 
merged bank. 


What Farmers Succeed 


As a result of making a trip with 
the other bankers who made up the 
annual agricultural tour of the Ohio 
Bankers Association, Louis C. George 
of the Fifth-Third Union Trust Co. 
of Cincinnati, says: ‘‘The farmer 
who is using his head as well as he 
ean, is making a success of farming. 
The successful farmer does not want 
legislation, he wants to be left 
alone.”’ 

The trip this year was made by 
motor bus so that the bankers were 
all together. 


It is the spirit back of the bank 
that is the real driving force, and the 
real thing that makes deposits grow. 








GEO. E. HOFFMAN 


To be chairman of the board of 
the merged bank 
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Correspondent Banks 


NEARLY a century’s accumulated experience and 
consérvative progress have qualified the West- 
minster Bank to offer its characteristic services as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over goo of its own branches in England and re- 
presentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for specialised service in credits, collections, 
exchange, and all the ramifications of commercial 
finance. Banking houses wishing to establish 
a London connection are invited to 
communicate with the 
Manager 





WESTMINSTER BANK 


LIMITED 
Foreign Branch: 82 Cornhill, London, or 
NewYork Representative:C. M. Parker,68 William St 


ta ny ot 


A Complete Banking Service 


The Midland Bank offers exceptional facilities for the transaction 
of banking business of every description. Together with its 
affiliations it operates over 2400 branches in Great Britain 
and Northern Ireland, and has agents and correspondents in 
all parts of the world. The Bank has offices in the Atlantic 
Liners Aguitania, Berengaria and Mauretania, and a foreign 
branch office at 196 Piccadilly, London, specially equipped for 
the use and convenience of visitors in London. 


AMERICAN DEPARTMENT: POULTRY, LONDON, E.C.2 


MIDLAND BANK 


HEAD OFFICE: 5 THREADNEEDLE STREET, LONDON, E.C.2 
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NEW BANKS ORGANIZED OR REOPENED 


10 state banks organized—4 national banks organized—1 bank reopened 


Strate & Town 


If a bank has reopened under a new name, the record appears in the list of changes on the opposite page 





NaMeE oF BANK CaPITAL Surpivs & Prorits PRESIDENT CASHIER 
Florida : : So aaa reas ad a; 
Delray Beach Florida State $25,000 $10,000 A. P. Anthony H, A. Hubbard 
(To open Jan. 6, 1929) 
Illinois 
Downers Grove Security National 100,000 25,000 G. H. Bunge W. A. Grotefeld 
Iowa 
Marcus Farmers State (Reopened) 25,000 7,500 M. C. Evans Lee M. Woods, Mar. 
Terril State Bank of Terril 25,000 5,000 F, E. Duroe C. R. Duroe 
Massachusetts 
Newton Newton National 200,000 100,000 Thomas Weston James B. Melcher 
Missouri 
St. Louis Midland Savings 25,000 12,5 L. Gregory Dowling P. M. Meyersieck 
(St. Louis County) | 
(Page Blvd. at 61st St.) 
New Jersey | 
Rochelle Park Rochelle Park 50,000 | 25,000 Frederick Vom Eyser Julius R. Meier 
New York 
New York Commercial National Bank & Trust 7,000,000 7,000,000 Herbert P. Howell T. T. MeWilliam 
Co., 43 Exchange PI. 
(Permanent location Jan. 1, 1929, | 
56 Wall Street) 
New York Plaza Trust Co., 5th Ave. at 52d St. 2,000,000 1,000,000 M. H. Cahill G. F. Parton, Treas. 
New York Straus National Bank & Trust Co., 2,000,000 liGinwaws oa 5canwe oe agen Wm. L. Clow 
Straus Bldg., 5th Ave. & 46th St. | | 
North Carolina : 
Goldsboro a a es Feary Dre nr rer rn wr rrr tr ....|H. V. Modlin 
(Branch of Wilson, N. C.) 
(To open Jan. 1, 1929) 
South Carolina : 
Columbia Peoples Bank of Columbia 100,000 20,000 | John P. Thomas, Jr. F. W. Scheper, Jr.,V.P.&C. 
Tennessee . 
Watertown American Bank & Trust Co. 100,000 \cseenscu nage sien H. L. Williamson G. E. Farmer 
Watertown [PME EER Na wich d seins b0S cals ines b0nceSoecss ansadeneecsen6eeksseseeue eh ed ebeuRenteccusee cease sae 
(Branch of Lebanon, Tenn.) 
Wisconsin 
Racine North Side Bank 50,000 7,500 | David G. James Roy F. Ruland 


NEW BANKS 


Strate « Town 








NAME OF BANK 

California 

Alhambra Ramona National 
Connecticut 

Wethersfield Wethersfield Bank & Tr. Co 

(Br. of Hartford) 
Illinois 

Chicago Main State Bank 

2654 W. North Ave. 

Minnesota 

Raymond Union State 
New Jersey 

Oakhurst Oakhurst National 
New York 

Buffalo Fillmore National 

Lindenhurst Bank of Lindenhurst 

New York National Bank of Queens 

County in New York 

New York Court National 

Hollis, L. I. 

Borough of 


Queens, N. Y. 
New York 


Tenth Avenue National 
Port Chester 


Byram National 


Valhalla Valhalla National 
Ohio 

Crestline First Crestline 

Toledo Industrial Bank of Toledo 
Pennsylvania 

Pittsburgh Bank of America Tr. Co. 
Texas 

Austin Citizens Industrial 

Edinburg First National 


Virginia 
‘umberland 


Citizens 


New Branches Authorized 
For National Banks 


The Atlantic National Bank of Boston, Mass. 
Location of Branch—Vicinity of 4700 Frank- 
ford Avente, Philadelphia. 

The Central National Bank of the City of 
New York, N. Y. Locaion of Branch—Yorkville, 
N. Y., 1577 First Avenue Cor. 82nd St. 

Corn Exchange National Bank & Trust Com- 
pany, Philadelphia, Pa. Location of Branch— 
Vicinity of 4700 Frankford Avenue, Philadelphia. 

The First National Bank of Jersey City, New 
Jersey. 
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REPORTED IN PROCESS OF ORGANIZATION 
10 state banks—8 national banks 





SURPLUS & 
Prorits 


CoRRESPONDENT 





Howard R. Hoyne, 
920 S. Marguerita St. 


DI 6 a 5.600060 icntsacnedsiesanesactasaesawee 
v0 tascesennndetd esos eiwnpennieéeweans 
50,000. . Charles O. Taxis, 

Box 75, Elberon, N. J. 
eee Schwendler & Schwendler, 
518 Brisbane Bldg. 
100,000 PSO cn ccaushanbacts\atsundeaxdassn 
BOOBIES) «oc ccccces Theo. P. Lawlor, 253 Barclay St. 
Flushing, L. I., N. Y. 
| ae Glen A. Rich, care of F. W. Teele, 
19916 111th Ave., Hollis, N.Y. 
ee Robert W. Ashley,120 Liberty St. 

NS. ae poked T. F. Flandreau, Port Chester 
CO Ee Peter A. Higgins, Valhalla, N.Y. 
50,000 WI io knsdenbtekidendenpaubeaee 

150,000 DE 6 0tschencdedate xheeeseusedare 

(Surplus) 

NO cnn: n b4d666 1 0554dendheseed Bobet cdassaeaee 

Seer C. E. Carter, Scarborough Bldg., 
(Interested) 
Bere Neal A. Brown 


28,000 





Jackson Avenue, Jersey City, N. J. 


The Harriman National Bank and Trust Com- 
pany of the City of New York, New York. Loca- 
tion of Branch—On Pine Street between William 
and Nassau Sts. New York, N. Y. 


Merchants National Trust & Savings Bank of 
Los Angeles, Calif. Location of Branch—5133 
West Adams St., Los Angeles, Calif. 


The National Shawmut Bank of Boston, Mass. 
Location of branch—Vicinity of the corner of 
Canal and Causeway Streets, Boston. 

The National City Bank of New York, N. Y. 
Location of branch—Southwest corner of Flat- 
bush Avenue and Livingston Street, Brooklyn, 


Location of Branch—Vicinity of 77 N. Y. C 





Banks Reported Closed 
5 national banks—65 state banks 


Colorado 
Arriba—Lineoln State Bank 
Florida 
Citra—Bank of Citra 
Vero Beach—Vero Beach Bank & Trust 
Co. 
Georgia 
Baconton—Bank of Baconton 
Fort Valley—Citizens Bank 
Gordon—Farmers & Merchants Bank 
Habira—Bank of Habira 
Habira—Farmers State Bank 
Preston—Bank of Preston 


Idaho 
Nezperce—Farmers State Bank 
Indiana 
Geneva—Farmers & Merchants State 
Bank 


Mechanicsburg—Mechanics Bank 
(Lebanon P. 0.) (Vol. Liquidation) 
Iowa 


Bonaparte—Farmers & Traders State 
Bank 


Marengo—American Savings Bank 
Marengo—Peoples Savings Bank 
Mt. Sterling—Mt. Sterling Savings Bank 
New Albin—Farmers Savings Bank 
Sac City—Farmers Savings Bank 
Kansas 
Longton—Longton State Bank 
Neosho Rapids—Neosho Rapids State 
Bank 
Tipton—Home State Bank 
Wakeeney—Trego County Farmers Union 
Bank 
Kentucky 
Hazard—Perrg Bank & Trust Co. 
Massachusetts 
Boston—First Bankers Union, Ine. 
(Continued on page 72) 
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CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


Strate & Town 


Alabama 
Fairhope 
Union Springs 

Arizona 
Casa Grande 


California 


Ramona 


Florida 
Eustis 


Illinois 
Griggsville 
Onarga 

Indiana 
Eaton 
Ligonier 


Milroy 
Sullivan 


Williamsport 
Towa 


Cresco . 
Strawberry Point 


Vinton 


Kansas 
Douglas 
Oxford 
Peabody 

Kentucky 
Marion 

Louisiana 
Colfax 


=e an 
Baldwin 
St. Clair 


Minnesota 
Blomkest 


Crookston 
Dassel 


Missouri 


Boonville 


Branson 
Mt. Vernon 
Newburg 
Smithville 


Nebraska 
North Loup 


New Jersey 
Newark 


New York 
New York 
(Glendale Borough 
of Queens) 


es, York 
(Queens Village) 
New York 
(Whitestone) 


Oklahoma 
Paden 


Oregon 
Wasco 


South Dakota 
Volga 


Tennessee 
Bradyville 


Texas 
Detroit 
Donie 

Washington 


Spokane 


Virginia 
Clintwood 

West Virginia 
Elkins 


Wisconsin 
Kenosha 


Milwaukee 


7 consolidations; 12 successions; 5 mergers; 11 taken over; 2 title changes; 
3 purchases; 2 conversions; 1 reorganization; 1 absorption 


Present NAME 


Bank of Fairhope 
American National 


Arizona Southwest 
(Branch of Tucson, Ariz.) 


San Diego State 
(Ramona Branch of San 
Diego) 


First State 


Griggsville State 
Onarga State 


Farmers State 
American State 


First National 

Peoples National Bank & 
Trust Co 

Citizens State 
(Opened Dec. 1, 1928) 


First National 
State Bank of Strawberry 


Point 
Farmers National 


Exchange State 
Oxford Bank 
Peabody State 


Marion Bank & Trust Co. 
Colfax Bank & Tr. Co. 


Lake County State 
Commercial & Savings 


State Bank of Blomkest 


Polk County State 
Farmers & Merchants State 


Kemper State 
Bank of Branson 
Farmers State 


Bank of Newburg 
Bank of Smithville 


North Loup State 


New Jersey National Bank 
& Trust Co 


Globe Exchange 
(Glendale Branch) 


Bank of the Manhattan Co. 
(Branch) 

Bank of the Manhattan Co. 
(Whitestone Branch) 


First National 
Bank of Commerce 


First State 


Cannon County Banking Co 


(Branch of Woodbury, 
Tenn.) 


Planters National 
Donie State 


Ci = National 


Dickenson County Bank, Inc. 


Davis Trust Co. 


Former NAME 


Daphne State, Daphne, Ala. 


Merchants & Farmers 


First National 


State Bank of Ramona 


Bank of Umatilla, 
Umatilla, Fla. 


Illinois Valley 
Farmers State 


Eaton State 

Citizens Bank and The 
Mier State 

Milroy Bank(Deposits sold) 

National Bank of Sullivan 
and Peoples State Bank 

Bank of Pence, Pence, Ind. 


Citizens Savings 
Strawberry Point State 


Farmers National and 
Vinton Savings 


State Bank of Douglas" 
Farmers & Merchants State 


Guaranty State, Aulne, Kan. 


Marion Bank 
Bank of Colfax 


Lake County Bank 
State Savings 


State Bank of Svea, 
Svea, Minn. 


Farmers State,Gentilly, Minn 


Citizens State Bank and 
Kingston State 


Old Trails 


Farmers State 
Farmers 

Farmers & Traders 
Farmers Bank 


Farmers State 


Broad & Market National 
Bank & Tr. Co. 
Guardian Tr. Co. of N.J. 


Bank of Glendale 


Queens-Bellaire Bank 


First National 


Security State 
The W. M. Barnett Bank 


Farmers Security State, 
Ahnberg, 8. D 


Union State 


First National 
Guaranty State 


Brotherhood Co-operative 
National 


Clintwood Bank, Inc. 


Bank of Norton, 
Norton, W. Va. 


United States National Bank United States National 


Tr. Co. 
Sixth Wisconsin National 
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Grand & Sixth National 


How CHANGED 


Taken over 
Taken over 


Succeeds 


Taken over 


Taken over 


Succeeds 
Taken over 


Taken over 
Merger 


Purchased 
Consolidation 


Taken over 


Consolidation 
Reorganization 


Merger 


Purchased 
Merger 
Merger 


Succeeds 
Taken over 


Title 
Taken over 


Succeeds 


Taken over 
Consolidation 


Succeeds 


Taken over 
Succeeds 
Consolidation 
Consolidation 


Consolidation 


Consolidation 


Succeeds 
Merger 
Succeeds 
Purchased 


Succeeds 


Absorbed 


Succeeds 


Succeeds 
Succeeds 


Title 


Merged 


Purchased 


Title 
Title 


CaPITAL 


SurRpLvs 


N 
& Prorits PRESIDENT 


133,000 Chas. Isted 


25,000 S. S. Bradshaw 
38,846 G. ‘B. Egley 


CasHIER 
J. R. Morgan 
H. F. Isted 


Samuel D. Elzea 


|O. W. Maddin 


38,935 J. M. Motsenbocker|Geo. W. Hoover 
L. R. C 


B. Mier 


1,275 Jasper D. Case 
75,000 Ben Davis 


12,500 H. C. Crays 


27,500 C. C. Burgess 
L. W. Preston 


albeck 


“ey T. Nelson 
2. W. Akin 


H. H. Young 


E. J. Thomas 


J. J. Mathews 


Hays M. Main 


T. J. Yandell 


|A. C., Faircloth 


|H. J. Hollister 


12,000, J. E. Matsen 


10,000 W. T. Kemper 


10,700 'F. J. Long 
3,130|H. S. Fowler 
8,960'G. G. Prewett 

Vipane eae 8. J. Williams 


iF. A. Carlson 


Ic. H. eet 
V. P. & Cash. 

\Dave Parnell 

Geo. A. McCanse 


|H. M. Long 


O. J. Boggess 


soni acacel J. L. Van Dyke 
3,500 A. B. Crider 


W. E. Holloway 
J. D. Hudson 


36,660 E. T. O’Brien 
67,420 John LeFeber 


H. M. Petersen 
A. M. Rebstock 
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. CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, sddress, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PRINTING 
Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers. 
Stationers, Office Furniture. 7*-12 ti. 


POSITION WANTED 


Position in bank wanted by. young man 
twenty-five. I have had four years banking 
experience from messenger to head bookkeeper 
in city bank. I am a High School graduate 
and am now in my third year of the Law Course 
of La Salle Extension University. Have knowl- 
edge of shorthand and have used typewriter in 
bank work. Can give bank recommendation 
and good references. Prefer position in bank in 
South, Southwest or Middlewest. Size of bank 
immaterial as large and small present advan- 
tages. Address Lyman R. Kirst, Apt. K, 1243 
Locust Street, Dubuque, Iowa. 1*-1 ti. 


NEW SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms? 


Ask for Folder B. M. 


DAVENPORT-TAYLOR MFG. Co. 


412 Orleans St. 318 Little Bldg. 136 W. 43rdSt. 
CHICAGO BOSTON NEW YORK 


Greeting New Depositors 


The world’s best known lesson in savi 
, — “The Sage nl steel engraved, 
lorm, suitable text, person signature, 
make a lasting greeting. Sample gladly 


The Frank Martin ee 
Marshall Building 


Customers 


will approve your service 
on Fourth Federal Reserve 
District items if THE 


MIDLAND BANK is your 
Cleveland correspondent. 


Credit information and 
data on local securities 
gladly supplied. 


MIDLAND 
BANK 


WILLIAMSON BUILDING 
CLEVELAND, OHIO 


Resources over £28,000,000.00 





Banks Reported Closed 


(Continued from page 70) 


Minnesota 
Alvarado—Farmers State Bank 
Bock—State Bank of Bock 
Bronson—Farmers State Bank 
Eldred—State Bank of Eldred 
Fertile—Farmers & Citizens State Bank 
Fisher—Red River Valley State Bank 
Halstad—State Bank of Halstad 
Karlstad—State Bank of Karlstad 
Lancaster—Lancaster-Halma State Bank 
Nielsville—State Bank of Nielsville 
Missouri 
Arbela—State Bank of Arbela 
Molino—-Molino Bank 
Sikeston—Peoples Bank 
Stotts City—Stotts City Bank 
Nebraska 
Wakefield—Farmers National Bank 
North Carolina 
Dunn—First National Bank 
North Dakota 
Bueyrus—Bucyrus State Bank 
Coleharbor—Northwestern State Bank 
Columbus—First State Bank 
Davenport—State Bank of Davenport 


Norma—Norma State Bank 
Regan—First State Bank 
Regan—Regan State Bank 
Wheatland—State Bank of Wheatland 
Ohio 
Kenton—Kenton Savings Bank & Trust 
Co. 
South Carolina 
Cheraw—Bank of Cheraw & Chesterfield 
Co. 
Cheraw—First National Bank 
Chesterfield—Bank of Cheraw & Chester- 
field Co. 
Coward—Farmers & Merchants Bank 
Darlington—Carolina National Bank 
Florence—Bank of Florence 
Hartsville—Merchants & Planters Bank 
McBee—Bank of Cheraw & Chesterfield 
Co. 
Mt. Croghan—Bank of Cheraw & Ches- 
terfield Co. 
Pageland—Bank of Cheraw & Chester- 
field Co. 
Ruby—Bank of Cheraw & Chesterfield 
Co. 
Timmonsville—Bank of Timmonsville 
South Dakota 
Janousek—Janousek State Bank 
Tennessee 
Watertown—Bank of Watertown 
Watertown—Citizens Bank 
Texas 
Cooper—Cooper State Bank 
Frseco—Planters State Bank 
Westhoff—First State Bank 
West Virginia 
Pineville—Wyoming County Bank 
Wisconsin 
Richland Center—First National Bank 


C. A. BARKER, assistant cashier of 
California Bank, Los Angeles was elected 
a vice president of that institution. Barker, 
since his connection with the California 
Bank in 1926, has been in its foreign de- 
partment as assistant to the late James 


Forsyth. His appointment to the vice 
presidency places him in charge of the 
foreign affairs of the California banking 


group. 
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